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Doorways to Protection 


Entrance to the Home Office 
Building of the Aetna (Fire) 


Insurance Company, Hartford. 
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#3 DISTINGUISHED 
“ ACHIEVEMENT 


The towering grandeur of the University of Pitts- 
burgh’s new Cathedral of Learning rises majes- 
tically in the background of this photograph of 
Saul Perlman and Hyman Rogal, two outstand- 
ing producers of the Reliance Life sales organi- 






























zation in Pittsburgh. 


The partnership of Perlman and Rogal last year 
paid for more than a million dollars of new 
Reliance Life Insurance, ranking among the 
leaders of the national sales organization in per- 
sonal production. Since contracting with Reli- 
ance Life June 27, 1924, Perlman and Rogal have 
maintained an annual production average of 
approximately a million dollars and an annual 
renewal average of 93%. 
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This Week: 
PROFITS AND LOSSES 


@ The underwriting and investment profits 
and losses of one hundred of the leading 
fire insurance companies of the country for 
the past ten years, ending with Jan. |, 1932, 
are shown, together with an analytical and 
explanatory article. 


*_ * * 


"GOODBYE" 
@ Customers’ mortality is one of the sad 
westes in selling insurance. Ray C. Dreher, 
advertising and sales promotion manager of 
the Boston and Old Colony Insurance Com- 
panies, tells why some policyholders leave 
without saying goodbye and gives valuable 
advice on how to prevent such action. 

* * * 
AETNA 
@ The entrance of the Aetna (Fire) Insur- 
ance Company's home office building in 
Hartford is shown on the cover, and an ar- 
ticle concerning the company appears on 
page 13. 

*“* * 


ADVERTISING 

@ The annuai convention of the Insurance 
Advertising Conference, in session this week 
in New York City, is reported by Robert W. 
Sheehan, associate editor of THE SPEC- 
TATOR. See page 7. 


* * * 


Next Week: 

CONSERVATION 

@ As a young man, Seneca M. Gamble, of 
the Volunteer State Life, was told that his 
employers would like very much to increase 
his salary but couldn't owing to the fact that 
lapses were so prevalent. He has hated the 
word ever since and has directed his en- 
ergies during late years to lapse prevention. 
His message on this subject to the Insurance 
Advertising Conference practically de- 
mands publication in full. 


a2 


TORONTO 

€ During the twenty-seven years of the ex- 
istence of the American Life Convention, 
the Canadian companies have participated 
actively in the affairs and activities of the 
organization, but the convention visits the 
Dominion for the first time this week. 











Time for Organized Opposition 


USINESS leaders are unanimous in the avowed opinion that 
government has no place in business. Mounting taxation, 
necessitated by a multiplicity of supervisory bureaus con- 

stantly extending their influence, is imposing a burden far too heavy. 
As competition forces prices downward, profits are narrowly scaled 
and any excess expenditure such as taxes can supplant this presumed 
profit with an actual loss. 

Insurance men are feeling the effects of increased taxes 
both on their business directly and upon other industries which 
have an indirect effect. Their complaint of the trend of government’s 
adverse influence on business is therefore joined with all others who 
are laboring under its onus. Like all other industry, the leaders are, 
unfortunately, inclined to limit their counteraction to the apparent 
efforts of politicians to tax private enterprise out of existence to mere 
lip service. Definite cooperative action has not been instituted. 
Formal protest has not been coordinated or centralized. There 
is still the all too obvious tendency to rush to some governmental 
agency with a plea to take a hand in settling internal problems. Yet 
if business leaders would approach their troubles with an attitude 
of understanding and with a firm resolution to prevent any inter- 
ference from outside or governmental sources, a satisfactory solu- 
tion would be soon forthcoming. 

In the last two weeks at two conventions of fire and 
casualty men, two students, we might call them alarmists, logically 
and reasonably elaborated upon the harmful growth of governmental 
activities, which were sapping the very vitals of private business. The 
truth of the findings of these men was universally admitted. Govern- 
ment activities were condemned. It would seem that cooperative 
action from the convention would be forthcoming. Despite this, at 
one convention one of the insurance leaders spoke with some con- 
Sideration, if not favor, of the institution of new federal supervision. 

At the other convention, a popular state official was 
roundly applauded and commended when he outlined a year of 
activity in settling problems and evils which had crept into the 
insurance business and which properly might have been expected to 
have been adjusted through cooperation. The inference, of course, is 
incongruous. The position of those who applauded is untenable. 
Neither the insurance business nor any other business can hope to 
cope with the accumulating force of government interference until 
it transforms its muttered protests to active 
resistance. Its utmost energy must be spent Y g 
in active work against further encroach- —fie + LA 


ments by government officials. 
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Why Some Policyholders Leave 
ithout Saying “Goodbye’ 


A Carefully Planned Study of Both the We recommended that this agency 


Customer and the Agent Disclosed Facts 
That May Well Be Considered By Those Who 
Wish to Avoid Losing What They Have Won 


By Ray C. DREHER, 


Advertising and Sales Promotion 


Manager, Boston In- 


surance Company and Old Colony Insurance Company 


USTOMER mortality is one of the 

sad wastes in selling. It has been 

part of the work of the advertis- 
ing and sales promotion department of 
the Boston and Old Colony Insurance 
Companies to endeavor to reduce cus- 
tomer to agent mortality. We know 
that it costs money for an agent to put 
a name on his books. And it costs 
money to take a name off his books. 

We long ago saw the value of spading 
up worthwhile data about policyholder 
turnover. We learned that, all other 
things being equal, the fewer the lost, 
dead or inactive policyholders, the 
sounder would be our agents’ business 
during times of depression and the more 
money they would make. 

Two years ago this thought became 
the key note of our sales and advertis- 
ing policy. It was crystalized in the 
“Making More Money” campaign which 
won the Insurance Advertising Confer- 
ence trophy last year at Toronto. This 
campaign was no brilliant idea gleaned 
from thin air. It was the result of care- 
fully planned consumer and agent 
studies. We learned, among many other 
things, how people selected their insur- 
ance agents, what type of advertising 
exerted the greatest influence, what 
lines of insurance they knew about, 
what lines they would like to know more 
about, what attention their . regular 
agent received, what attention a 
strange agent would receive and why 
they switched from one agent to an- 
other. From our agent studies we 


found out how agents selected pros- 
pects, how agents selected subjects to 
discuss with prospects, how agents fol- 
lowed up prospects, what they said in 
their sales talk and what they omitted 
saying. What, after they had visited 
policyholders, they did to increase their 


business, what services they rendered 
and found most popular, what records 
they kept (if any) of calls, vocations, 
personalities, incomes, homes, business 
affiliations, insurance requirements, 
methods of collection and so on. 

So we began a dual agent and con- 
sumer sales campaign based on depend- 
ability, soundness, conservatism, friend- 
liness and service. We started first to 
put this basic thought over among our 
agents and help them in turn to dupli- 
cate that action with their customers. 
We determined a few guiding policies 
and stuck to them. We tested our pro- 
gram and decided that results would 
depend on our ability to assist the 
agent. 

Our “lost customer” survey is typi- 
cal of our indirect educational methods. 
This has taken two forms—the first was 
our consumer study on “Why people 
switched agents.” This gave us red-hot 
sales arguments. Let me sight an ex- 
ample. We suggested to one agency 
that it analyze the business on its books 
and see just where the new business 
that it had written originated—where 
it secured the names of prospects; if 
the business was placed without solici- 
tation, how it happened to find its way 
to this agency’s office; and the reason 
why some of the sales it made were so 
easy. The head of the agency did not 
think much of the idea but eventually 
we convinced him it was worth trying. 
It was quite a job, but the surprising 
results were worth the effort. He dis- 
covered that over 70 per’ cent of the 
new business that the agency had writ- 
ten in the last three years had come 
from old customers through the sale of 
new forms of insurance and the fact 
that these old customers had recom- 
mended the agency to their friends. 





concentrate its selling and advertising 
effort on the old customers—resell the 
agency and its ideal, acquaint every 
customer on the books with the various 
forms that it writes, not in an energetic 
selling manner but more in the way of 
a physician prescribing for a patient— 
write “thank you” notes or make 
friendly calls on old customers who have 
led prospects to its door and furnish 
them with facts about the agency which 
can be passed on to friends, and en- 
deavor to sell the idea to old customers 
to furnish it with a list of names of 
friends as insurance prospects. 

The results of this simple little plan 
were amazing. Each month business 
increased and the agency representa- 
tives are kept busy following up the 
leads furnished by its old customers. 

To resell an agency is one of the 
hardest jobs in selling. It can only be 
accomplished by replacing the reasons 
for switching with reasons for boosting. 

I will not bore you with figures but 
I will point out a few typical reasons 
why customers who have cost many 
dollars to put on the books say “good- 
bye” without telling the agent why. 

One “lost” customer changed because 
he felt that he could not trust his old 
agent. This agent induced him to carry 
a collision insurance on his car by say- 
ing, “I carry it myself.” Later when 
the agent’s car was wrecked the cus- 
tomer learned through a mutual friend, 
who thought it was a great joke, that 
the agent did not carry collision insur- 
ance. When the customer’s policy came 
up for renewal and was not ordered, 
the agent made no attempt to find out 
“why.” If he had, he would have per- 
haps learned that it pays to “stick to 
facts.” 

One agency lost a good volume of 
business to a small competing agency 
which has sold the assured parcel post 
insurance. The latter agency, while 
young, was mentally on its toes. It 
sold the assured on the idea of letting 
its staff analyze all his policies so that 
there would be no chance of a slip-up 
in coverage and letting the agency 
write all the business so that the re- 
sponsibility would be centered. The 
agency which lost the business tried to 
get it back but was not successful. It 
could not answer the question, “Why 

(Concluded on page 29) 
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Ad-Men Elect Stanley F. Withe 


President at First Day’ S 


Insurance Advertising 


Conference at Hotel 


Pennsylvania Gathering Approve Elimination 


of “Class B” Membership From Rolls 


By ROBERT W. SHEEHAN 


EETING at the Hotel Pennsyl- 
vania in New York this week, 
the members of the Insurance 

Advertising Conference plunged into in- 
tensive conventioneering at ten o’clock 
on Monday morning and cleared an im- 
pressive volume of wcrk before the day 
was done. 

At the executive session of Class A 
members, the convention met in joint 
session and elected as their president 
Stanley F. Withe, publicity manager of 
the Aetna Casualty and Surety Com- 
pany and the Automobile Insurance 
Company of Hartford. Other officers 
elected were Charles C. Fleming of the 
Life Insurance Company of Virginia, 
secretary, and Horace V. Chapman of 
the Ohio Farmers Insurance Company, 
Leroy, treasurer. 

At this session, several changes in 
the constitution were effected which are 
calculated to improve the efficiency of 
the convention, and at the suggestion 
of retiring President Bart N. Mills, the 
convention expressed its approval of a 
plan to eliminate “Class B” member- 
ship from the rolls of the organiza- 
tion. This latter group is comprised 
chiefly of insurance newspapermen and 
other affiliated groups who have rarely 
had voting privileges. Such members 
will henceforth be considered as guests 
of the Conference. 

It was announced at this session that 
questionnaires would be prepared for 
the life group and the fire and casualty 
group and sent out to all members in 
order to get the sentiment on the organ- 
ization as it is now conducted. Some 
of the questions will deal with the 
merits and demerits of the present plan 
of operation which divides the Confer- 
ence into two groups. The answers to 
these questionnaires will be tabulated 
and analyzed and at the next annual 
meeting of the Conference will be pre- 
sented for consideration and possible 
action. 

At this session also the reports of 
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three committees were presented by 
their chairmen, who were Henry H. 
Putnam on standards of practice, 
Robert Richards on the frontier safety 
committee and Chauncey S. S. Miller 
on the pirating of insurance company 
names. 

Later in the afternoon, separate 
meetings of the life and the fire and 
casualty groups were held, at which 
officers were elected and other matters 
of procedure were discussed. The fire 
and casualty group chose Clarence A. 
Palmer of the Insurance Company of 
North America as its vice-president 
and chairman and Harold E. Taylor of 
the American Insurance Company of 
Newark as secretary and treasurer. 
Sidney Doolittle of the Fidelity and 
Deposit Company of Baltimore and A. 
V. Spaulding of the Hartford Accident 
and Indemnity Company were elected 
to the advisory committee. 

The life group chose Kenilworth H. 
Mathus of the Connecticut Mutual Life 
Insurance Company of Hartford as its 
vice-president and chairman. D. Bobb 
Slattery of the Penn Mutual Life In- 
surance Company was the candidate of 
the nominating committee because Mr. 
Mathus, who has been chairman for 
two terms, declined to be a candidate 
for reelection. Because Mr. Mathus 
is actively engaged on an important 
program of accomplishment for the 
group, however, it was felt by many of 
the members that he should be pre- 
vailed upon to accept another term in 
office so that he could continue to com- 
pletion the tasks he had undertaken. 
Mr. Slattery wished to withdraw as a 
candidate but was prevailed upon by 
Mr. Mathus to permit the taking of a 
ballot at which the point at issue would 
be not the merits of the respective 
candidates but the decision of whether 
the group would benefit most by the 
infusion of new blood in the official 
roster, or whether it was the sentiment 
to effect continuity in the group by 


Session 





Stanley F. Withe 


maintaining the present chairman in 
office until his specialized work had been 
completed. 

The group chose Frank Price of the 
Prudential Insurance Company of 
America as its secretary and treasurer 
and elected to the advisory committee, 
in addition to the officers, R. C. Bud- 
long of the Northwestern National Life 
and Rex B. Magee of the Lamar Life. 

At this session it was moved and 
voted to make arrangements to collect 
the attractive and informative exhibit 
of sales and promotional material in 
order that it might be shipped to the 
convention of life agency officers when 
it met in Chicago and displayed there. 

At the general session on Monday 
morning, over which President Bart N. 
Mills presided, the first speaker was 
Stanley F. Withe of the Aetna Casualty 
and Surety Company. Mr. Withe’s 
topic was “The Public Be Told” and he 
discussed the things about fire and 
casualty insurance which the public 
should be told at this particular time. 

Mr. Withe pointed out the obviously 
splendid opportunity which the life in- 
surance people had to tell the public 
what life insurance had done during a 
period of great financial distress and 
general economic misfortune. He said 


that no business ever had a_ public 
more receptive to its message or more 
eager for the thing the life insurance 
people had to sell, namely, a safe in- 
(Concluded on page $1) 








With the Editors 


After the Special Sessions 


T is true enough that we never 

miss the water until the well 
runs dry, and it is equally true that 
new wells and springs are sought 
immediately upon the realization 
of that unhappy condition. So it 
was not unnatural that the law- 
makers of the country should turn 
what might otherwise have been 
an off year in law-making into 
a veritable legislative marathon 
when the waters of the revenue 
well reached a low mark, and, an- 
noying though it may be, it is also 
natural that the legislatures should 
direct searching attention to the 
business of life insurance in their 
quest of dollars for the budget 
balancing act which currently en- 
joys the spotlight. Natural or not, 
that is what happened during the 
past year. 


New Laws Inevitable 

Fortunately the organized forces 
of life insurance have been on the 
alert and not many of the multi- 
tude of bills aimed at the pocket- 
book of the policyholder have be- 
come law. Inroads, some of which 
might be considered as inevitable, 
others which are yet to be admitted 
as warranted and yet to be con- 
tested, have been made, but on the 
whole the legislative departments 
of the two big company organiza- 
tions—the Association of Life In- 
surance Presidents and the Ameri- 
can Life Convention—have been 
quite successful in killing in com- 
mittee and in source of origin, the 
majority of dangerous and _ ill 
timed insurance measures. This 
conclusion is borne out by the re- 
port of the activity of the legal 
department of the American Life 
Convention, as read by Attorney 
Ralph H. Kastner, at the meeting 
of the Legal Section of the A. L. C. 
in Toronto this week. 

In addition to the increased fed- 
eral taxes, the review indicates that 
several states have attacked the 
problem of increased revenues 
through the premium tax and in- 
creases have been effected. As an 
indication of the trend, it is noted 
that in the state of Tennessee, Com- 
missioner Reece has insisted on 
the application of the premium 
tax on dividends applied to the pay- 
ment of premiums, his action in 
this matter being noted as con- 
trary to precedent of thirty years 
standing and in spite of a decision 
upholding the right of companies 


Editorial 


to deduct such items. This situa- 
tion is one of those in which the 
Convention companies are seeking 
new legal precedent and it is likely 
that a test case will settle the con- 
troversy in the near future. The 
state of Louisiana is going back 


three years in an effort to collect: 


premium taxes on a retaliatory 
basis and various kindred situa- 
tions exist in other states. 

The department has rendered 
great service in blocking new taxa- 
tion concessions to municipalities 
in several states, notably in Illinois 
where bills would have authorized 
villages, cities and towns to pro- 
vide revenue by sales taxes and 
licensing taxes. One measure that 
was killed in the state legislature 
would have required each agent 
and agency of a foreign company 
to list net receipts for taxation pur- 
poses at the same rate of tax as that 
imposed on personal property. 

This instance emphasizes the 
value of eternal vigilance and also 
points to a great service that the 
general agent can perform by keep- 
ing informed regarding local ordi- 
nances and by enlisting the insur- 
ing public on his side in fighting 
municipal measures which might 
penalize policyholders and the busi- 
ness of insurance. 

Unemployment insurance came 
in for nation-wide attention, al- 
though only one state, Wisconsin, 
adopted legislation setting up un- 
employment insurance machinery. 
And the Wisconsin machine is a 
novel one in that it specifically 
denies the participation in the 
scheme by any insurance company. 
The bill contains other features 
which will make its application, op- 
erative after July of next year, in- 
teresting to say the least. 


Might Have Been Worse 


In general, insurance fared not 
so badly during the legislative year, 
considering the great number of 
special sessions of state legisla- 
tures and the frenzied rush to pass 
emergency and curative laws. 
Aviation riders were widely con- 
sidered but were allowed on the 
whole to ride. Group insurance 
benefited in some state measures 
which extend its application. In- 
dustrial insurance will be able to 
progress along its set lines of op- 
eration in spite of Virginia’s effort 
to call a thorough investigation 
into its affairs. Policy provisions 
in general escaped without undue 
attention. 


Fire Prevention Week 

HE national annual fire preven- 

tion week begins next Sunday. 
October 9th is the anniversary of 
the beginning of the Chicago fire in 
1871. During the present century 
there has been but one fire in the 
United States which caused a 
greater loss of property, the San 
Francisco fire in 1906, but there 
have been countless others where 
the loss in property, not to mention 
lives, has been staggering and 
where in many cases there would 
have been no fire had proper prep- 
aration and caution against them 
been observed. 

But these great conflagrations 
that are remembered from genera- 
tion to generation are in reality but 
a minor feature of the frightful loss 
that yearly results because of fires. 
The estimated loss because of the 
Chicago fire was $175,000,000 and 
that of the San Francisco fire 
$350,000,000. The value of prop- 
erty destroyed by fire in 1931 is 
estimated at $500,000,000. In 1906 
the total appropriations by the Fed- 
eral Congress to run the country 
for a year were seventeen million 
dollars less than that sum. 

The active campaign of educa- 
tion and example that will be car- 
ried on throughout the country 
next week has, naturally, as one of 
its major objectives the prevention 
of any recurrence of such fires as 
those which devastated Chicago 
and San Francisco, but it will also 
seek to inculcate into the minds of 
men, women and children the way 
in which ordinary carefulness in 
connection with the use of fire will 
reduce to an astonishing degree 
the annual burning up of valuable 
property in a way equaled by no 
other country on the globe. There 
is no excuse for such appalling 
waste. 

It will be a fine thing if the fire 
record for next week is unusually 
small from all sections of the coun- 
try because of the special attention 
that everywhere is being given to 
the principles of fire prevention. 
But the greater hope is that the 
effects of such a week of concen- 
trated attack upon carelessness and 
ignorance will produce results for 
many weeks and months and years 
to come. Of the all-too-many spe- 
cial days and weeks that of late 
years have been promulgated in 
the United States none is more 
worthy of the attention of every- 
one than the annual fire prevention 
week. 


THe SPECTATOR 
October 6, 1932 

















age 
mei 
affi 
offi, 


Ney 
pol’ 
sure 


Tray 
mat 
gro 
this 


Tr 








ren- 
lay. 
r of 
e in 
ury 
the 


San 
ere 
ere 
ion 
and 
uld 
ep- 
em 


ons 
ra- 
but 
oss 
res. 
the 
and 
fire 


iCa- 


try 
» of 
ion 

as 
ago 
so 
; of 
vay 


vill 
ree 
ble 


ere 
ing 


fire 
lly 
un- 
ion 
to 
on. 
the 
en- 
and 
for 
ars 
pe- 
ate 

in 
ore 
_§ 
ion 


ror 
932 





Time 
Weekly News Review 


The Life Office Management Asso- 
ciation, in annual meeting at Philadel- 
phia, Pa., approves plans for the Life 
Office Management Institute. 

L. C. Ashton, president, and other 
officers of the Association were re- 
elected at the meeting. 





The election of Charles L. Gandy | 


as president and Allan |. Wolfe as 
vice-president, marked the close of 
the National Association of Insurance 
Agents’ convention at Philadelphia. 





Management of the United States 
branch of the Union Fire, Accident & 
General Insurance Company of Paris 


is transferred to Everett W. Nourse, | 
United States manager of the London | 


Assurance Corporation. 





J. W. Erskine, assistant manager of 
the Eastern Underwriters Association, 
resigns to accept a position with the 
Insurance Executives Association. 





Tom P. Ellis is elected president of 
the Dallas Insurance Aqents Associa- 
tion. 


The International Association of 
Casualty & Surety Underwriters and 
the National Association of Casualty 
& Surety Agents meet in joint con- 
vention at White Sulphur Springs, 
W. Va. 


Superintendent of Insurance Joseph 
B. Thompson of Missouri, as receiver 








for the Prudential Casualty & Surety | 


Company, files suit against the 
Insurance Investment Corporation, 
alleging failure to carry out repur- 
chase contract. 





S. W. Bigger, of the Home Insur- 
ance Company of New York, is 
elected president of the Alabama 
Fieldman's Association. 





E. T. Lothgren of the Northwestern 


Mutual Life Insurance Company, is | 


elected president of the Chicago 
Chapter of Chartered Life Under- 


writers. 


Arthur P. Johnson is appointed 
manager for the city of Detroit of the 
Great West Life Assurance Company. 








Miss Katheryn Mathews of Dallas, 
Tex., is selected by the Dallas Asso- 
ciation as official hostess at the an- 
nual meeting of the National Asso- 
ciation of Insurance Commissioners 


to be held at Dallas, Oct. 17 and 18. 





J. G. Richardson is appointed man- 
ager of the agency brokerage depart- 
ment of the Fireman's Fund and 
affiliated companies at the New York 
office. 


Fuller & Kern, 94 Maiden Lane, 
New York City, are appointed metro- 
politan managers of the Mercury In- 
surance Company, of St. Paul. 








B. A. Page, vice-president of the 
Travelers Insurance Company, esti- 
mates that more than $89,000,000 of 
group life benefits will be distributed 
this year among 51,000 families. 
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By ROBERT WADE SHEEHAN 








NE of the most engaging speakers 

we have in the insurance business is 

Dr. Harry W. Dingman, vice-presi- 

dent and medical director of the Continental 


| Assurance Company and author of “Insur- 


ability.””. The doctor is both a man of science 
and a philosopher, and it is the blending of 
these characteristics, perhaps, that makes his 
compositions such a pleasure to read or hear. 
Recently he addressed his company’s conven- 
tion on the value of a man. “Money is not 
necessarily the index of the value of a man,” 
“Nevertheless it is the index 


definably measurable.” 


man’s part, one that can lead us to an under- 


_ standing of an important philosophical con- 


cept underlying American business. Money 


we regard not as the sum and substance of 


a business career, but as the index to or 


symbol of a man’s worth as tested by the | 


requirements of a life in business. This is 
the key to a dominant American trait which 
has been grossly misinterpreted in the past 
by foreign critics. . 


Americans have been universally labeled | 


as “money-mad” when the truth is that 
Americans are probably the least covetous of 
money for money’s sake of any race in this 
modern world. We honor, in this country, 
not the proprietors of money but the makers 
of money. 

A man of simple tastes might earn a mil- 
lion dollars in business and not know what 
to do with it. But he would be proud of it 
as an index to the industry, intelligence, skill 
and courage he had exhibited. 








Tide 


Current Economic Trends 


Report of the Lytton commission 
to the League of Nations Council 





proposes International control of 
Manchuria under Chinese  sover- 
eignty. 

Governor Franklin D. Roosevelt 


| warns Tammany Hall that refusal to 


nominate Lieutenant Governor Herb- 
ert H. Lehman for Governor of New 
York, will mean political war to 
extermination. 


The Temporary Emergency Relief 
Administration reports $5,209,970 
distributed to 181,897 needy families 
in New York state during August, as 
compared with $4,775,582 distributed 
to 166,931 families in July. 





Composite average of 70 industrial 
stocks on the New York Stock Ex- 
change, according to the New York 


| Herald Tribune, closed Monday at 
| 114.57 and closed Saturday, October 


1, at 114.93. 


Composite average of 30 rails 
closed Monday at 32.17 and closed 


Saturday at 32.21. 





Composite average of 30 bonds on 
the New York Stock Exchange closed 


| Monday at 81.80 and closed Satur- 


day at 81.74. 


Cotton futures last week closed off 
at about $2.20 a bale after a rise 
early in the week. 





Ingot production rose about | per 
cent last week in the slow improve- 
ment of the steel industry; all lines 
sharing better orders. 





Irregular decline in prices on the 
Chicago wheat market is laid to 
heavy Canadian marketing and flood 
of Canadian offerings abroad at bar- 
gain prices. 


Average commodity prices in this 


| country dropped 0.2 point last: week 
AI : : | to 62.2 per cent of the average 1926 
This is an acute observation on Dr. Ding- | 


level, according to Professor Irving 
Fisher's index. 





Class | railroads of this country on 
September |, had 8396 locomotives 
in need of classified repairs, or 16.2 
per cent of the number on line, ac- 
cording to reports filed by the car- 
riers with the American Railway As- 
sociation. 





Commodity gains are retained in 
New England; textile mills are aided 
by Red Cross cotton cloth barter to 
obtain fabric for the needy. 





Increasing business in excess of the 
usual seasonal gain was reported 
through the Detroit Board of Com- 
merce for the Michigan area; marked 


| gain is experienced by the sugar beet 


industry. 


Wholesalers of Southern hard- 
woods in the Chicago district report 





| September volume as the best this 


year with surplus stocks greatly re- 


| duced and prices stronger for many 


staple items. 
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Convention Flashes From Toronto 





[By T. J. V. CULLEN] 


REVISION PLANNED FOR 
INCONTESTABLE CLAUSE 


TORONTO, ONT., Oct. 5—First steps leading 
toward a revision of the incontestable clause in 
the life contracts, probably the most important 
such action in many years, were taken on Tuesday 
when the members of the Legal Section of the 





| Registration Total Likely to Reach 
More Than Four Hundred 


| ToRONTO, ONT., Oct. 4— 
| Registrations on Tuesday 
gave early evidence of the 


twenty-seventh annual meet- 
ing of the American Life Con- 
vention at the Royal York 
Hotel would exceed the most 


greater number seem to 
read into the large registra- 
tion an apparent desire on the 
part of all to hear personally 
what solutions are being ad- 
vanced and advocated to the 
problems which are common 
to every life insurance com- 





American Life 
approved the form of a pro- 





Convention@— 


| 


- vention, and if approved 
posed new incontestable there will be sent to the 
clause. member companies and to the 


The new clause which is 
amazingly simple in its text, 
would lift the iron-clad rule 
that has so inconvenienced 
companies as they have tried 


and would permit them to de- 
sign their contracts to meet 
predetermined hazards. Yet 
at the same time the pro- 
posed new clause would be 
just as positive and effective 
in holding the companies to 
the risks specified after the 
prescribed period of con- 
testability. , 

The proposed new clause 
follows: 

“After this policy of life 
insurance shall have been in 
force (during the life-time of 
the insured) for a period of 
two years from the date 
borne by this policy, it shall 
not be contested on any 
ground effecting its original 
validity.” 

The wording in brackets 
would be optional with the 





state supervisory authorities 
for 
| However the fact that agree- 
| ment was reached on a pro- 


| 


ed of outstanding importance. 


The clause was submitted | 


by a special committee head- 
ed by Francis V. Keesling, 
vice-president and _ general 
counsel of the West Coast 
Life. The committee has 
been considering the propo- 
sition for over two years. 


adoption or approval. | 


; ie | posed new clause is consider- | 
to meet changing conditions, | 


} 
| fact that attendance at this 
| 


pany, large and small, on the 
American continent. 

The program is_ replete 
with meaty discussions on 
many matters pertinent to 
the sound conduct of the in- 
surance business. While it 
is too much to expect that 


sanguine of the hopes of its 
officers. When the sessions 
closed this afternoon, a day 
given over to the sessions of 
the legal and financial sec- 
| tions, two hundred fifty two 
| had given formal notice of | 
| their presence and well over 


| fifty more insurance men|from these _ deliberations 
| were noted around the corri- | every evil which now and for 
| dors. the past three years beset the 


| It is a fair estimate that | business, it is reasonable to 
the final count will be in ex-| believe that through them 
cess of four hundred. While | many obstacles will be over- 
to many this may be an in-| come and valuable progress 
dication of the attractions | be made by the companies 
of Canad, and Toronto’s hos- | collectively and by the indi- 


pitality in particular, a far | vidual members. 


The following excerpt from | 


the committee’s report, is sig- 
nificant. 


Committee Report 


“Possibly the incontestable | 


clause has contributed to the 


elimination almost entirely | 


of indefensible contests on 
the part of life insurance | 
companies. As the incontest- 
able clause itself was due to 
higher ethical standards, we 
are inclined to the belief that 


| 
| 
| 
| 
| 
| 


. higher ethical standards | 
Coenpaaees. should be given the credit. | 
Forced by*Aviation Such_ ethical standards as | 
demonstrated in _ insurance 


The need for revision of 
the clause was brought out 
when the companies sought 
to exclude the aviation haz- 


ard. This resulted in certain | 


departmental rulings, nota- 
bly in New York, holding 
such exclusions to be in con- 
flict with the state law. 

The only contestable causes 
now provided under the pres- 
ent clause are non-payment 
of premium 
service in time of war. The 
new clause would permit the 
inclusion of the contestable 
causes as a part of the con- 
tract, and then would re- 
quire the companies to live 
religiously up to the contract 
as written. 

The action here was advi- 
sory only, however, as the 
matter now goes to the ex- 
ecutive committee of the con- 


| ence in the times, should re- 


| part of the public, if a study 


}and the companies 


and military | 


| for Guilford A. Deitch, gen- 


company administration and | 
interpretation of contracts, | 
and the more thorough su-| 
pervision of insurance com- | 
panies, which mark a differ- | 


lieve apprehension on the 
of the incontestable clause 
should justify the revision 
should 
proceed to effect revision.” 
The legal section also 
adopted memorial resolutions 


eral counsel and agency di- 
rector of the Reserve Loan 
Life; Charles Bates Welliver, 
attorney for the American 
Central Life of Indianapolis 
and Robert A. Brown, gen- 
eral counsel of the Ameri- 
can Union of St. Joseph, Mo., 
all of whom died during the 
year. | 














_Hooper-Holmes and American 
Service Bureaus Sever Relations 


the Hooper-Holmes Bureau, 
through its president, John 
J. King, served notice on the 
executive committee of the 


TORONTO, ONT., Oct. 5—It | 
was learned on unimpeacha- | 
ble authority tonight that a 


permanent breach has open- 


| 
ed between the MHooper-| American Life Convention 
Holmes Bureau, Inc., and the | today that the contract call- 
American Service Bureau, | ing for joint operation in the 


western section of the coun- 
try would not be renewed on 
its termination June 30, 1933. 


and that the contract calling 
for cooperation in the west- | 
ern section of the United | 
States will not be renewed. 
This constitutes one of the | To Operate Independently 
most important develop-| This means that after that 
ments at the current session| date the American Service 
of the American Life Con-| Bureau will be required to 
vention at the Royal York| operate independently, and 
Hotel. | that the Hooper-Holmes Bu- 
The American Service Bu-| reau wiil face the task of 
reau is the inspection agency | launching branch offices in 
owned and operated by om | more than twenty key cities 


American Life Convention,| in the United States and 
while the Hooper-Holmes | Canada. There have been 
Bureau is one of the leading | rumors of dissatisfaction ex- 
independent inspection and isting between these two or- 
character report companies | ganizations over the joint 
of the country. contract for several months 

It has been learned that | and separation has _ been 
hinted at but never confirmed 
until today. 

The joint contract was ini- 
| tiated twelve years ago when 
| the American Service Bureau 
| was organized. Since then 
| the growth of the inspeciion 
| business has brought about 

many new difficulties. 








For other convention news, 
including a running story of 
the Legal Section and Fi- 
nancial Section Meetings, see 
page 15. 
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HE Aetna 
(Fire) home 
office build- 


ing in Hartford, 
Conn., was de- 
signed by Ben- 
jamin Wister 
Morris, who has 
to his credit many 
beautiful _ build- 
ings including the 
impressive Mor- 
gan Memorial in 
Hartford which 
is only a_ short 
distance from the 
Aetna. 

The Aetna 
building is situ- 
ated on Main 
street, Hartford, 
which is in fact 
as well as in 
name the princi- 
pal street of that 
city. On its left 
is the building 
occupied for 
many years. by 
the Aetna Life 
Insurance Com- 
pany before it 
moved to its new 
building’ on 
Farmington Ave- 
nue, about a mile 
away. Directly 
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on its right is the 





Travelers with its 











‘pate 














great tower. 

The Aetna 
building has a 
concrete footing, 
brick base and 
limestone front. = 
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Seven years ago 
the Aetna pur- 
chased the char- 
ter of the Life 
and Guarantee 
Company of 


Hartford, and 
changed its name 
to the Casualty 
Indemnity Com- 
pany and in 1928 
launched it as a 
casualty running 
mate. It owns 
the stock of the 
World Fire & 
Marine Insurance 
Company of 
Hartford, and 
28,000 shares of 
the Mayflower 
Securities Com- 
pany which own 
the Piedmont 
Fire of Charlotte, 
N. C., thus mak- 
ing four com- 
panies in all in 
the Aetna group. 

For the first 
sixteen years in 
the life of the 
Aetna, its busi- 
ness was trans- 
acted in the place 
of its origin, Mor- 


=I 
ia 


aed ts — eee, 


S498 


gan’s Coffee 
House, which had 
been’ established 


in 1816 by Joseph 
Morgan, the 
grandfather of J. 
Pierpont Morgan. 
But in 1835 it 
moved to No. 53 





5 





The entrance is 

guarded by massive metal doors, 
and on each side are large bronze lamps 
on stone bases. Above the door is 
carved a lion’s head. Stone columns 
rise from above the first floor of the 
facade. The picture accompanying this 
article was made from the steps of the 
old Center Church which is directly 
across the street. 

Although the building was erected 
more than a quarter of a century ago 
it is well adapted for present-day 
working conditions. One feature that 
will at once impress the visitor is the 
spacious directors’ room built of solid 
mahogany. The executive offices are 
in keeping with the dignified exterior. 

The Aetna is well in the second cen- 
tury of its existence. It was organized 


and began business in 1819 and, natu- 
rally, began in a modest fashion witn 
a capital stock of $100,000 of which 
$15,000 was paid in at once. 


By 1864 
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Home Office 
Buildings 
of 
Distinction 


The Aetna (Fire) 
Hartford 
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the capital had been increased to $2,- 
500,000. At the present time the capital 
is $7,500,000. 


State street and 


occupied the first floor of the building 
until 1867, at which time it erected a 
four-story, brown stone front house at 
No. 670 Main street which served until 
1903 as the headquarters of the com- 
pany. The cost of this building was 
something less than $125,000 and it 
was noted at the time for its up-to-date 
appointments. 

The present building was erected 
upon the same site and for two years, 
while the old building was being demol- 
ished and the new one built, the com- 
pany leased space in the Connecticut 
Mutual Life Insurance Company’s build- 
ing, only a short distance away. 

During the one hundred and thirteen 
years of its history the Aetna has had 
but eight presidents, the first, Thomas 
K. Bunce, serving only three months 
when he resigned. Two years later he 
again became president and served 
until 1857, three years before his death. 








Underwriting and Investment Profits and Losses of One 
Hundred Leading Fire Insurance Companies in a Decade 


writing department of the business. 

As the table below shows, however, 
the past two years have brought about 
an abrupt reversal of these two ten- 


ACH year, THE SPECTATOR com- 

piles and publishes the accom- 

panying table which shows the 
underwriting and investment profits and 
losses of 100 leading fire insurance com- 
panies in a decade. In the table below, 
the influence of the year 1931 is shown 
by the emergence in the totals of two 
very distinct trends. 

One of these trends, which might be 
described as very desirable indeed, 
shows a noticeable improvement in un- 
derwriting results. The other trend, an 
inevitable one in consideration of the 
times, shows a decline in the investment 
earnings and profits of the companies. 

During the 10 year period ending 
with Jan. i, 1932, the total under- 
writing income of the companies listed 
in the table amounted to $7,141,392,178. 
This total represents an increase over 
the total of the 1921 to 1931 decade of 
$89,475,206. After deducting losses and 
expenses the final underwriting profit 
of the decade ending Jan. 1, 1932, is 
shown to stand at $79,540,594 which is 
more than double the corresponding 
total that this item showed in the table 
published in THE SPECTATOR in 1931. 
Finally, in the ratio of underwriting 
gain to underwriting income, the table 
below shows a percentage of 1.11 as 
compared with the profit ratio of the 





year previous which stood at 49 one- 
hundreths of one per cent. 

From these figures it would appear 
that the financial exigencies of the past 
few years have tended to increase the 
companies’ appreciation of the desira- 
bility of stricter underwriting stand- 
ards. Some years ago, a standard was 
set up by the National Convention of 
Insurance Commissioners which estab- 
lished 5 per cent as a normal and 
desirable profit to be derived from fire 
insurance underwriting transactions. 
In addition, it is the consensus of most 
students of the business that an addi- 
tional profit of 3 or 4 per cent should 
also be earned by a well conducted fire 
insurance company in order that ade- 
quate provision might be made for fu- 
ture conflagration losses. 

The truth is, of course, that the com- 
panies in recent years have never been 
able to attain these ideal ratios. In 
the first place the rating structures 
have hardly allowed sufficient leeway 
to accomplish this result, and in the 
second place the large gains from in- 
vestments (at least on paper) which the 
companies were able to make over a 
period of years featured by a steadily 
rising security market, tended to min- 
imize, in the eyes of company man- 
agers, the importance of the under- 


dencies. The table shows net earnings 
from investments for the decade end- 
ing Jan. 1, 1932, amounting to $606,221,- 
352, whereas in the decade ending Jan. 
1, 1931, such earnings totaled $735,653,- 
33. Likewise, the current table shows 
a total increase in the net surpluses of 
the companies of $151,892,011, whereas 
in the decade of Jan. 1, 1921, to Jan. 1, 
1931, the total increase in surpluses 
amounted to $408,791,470. Much of 
this wide discrepancy in surplus ac- 
counts may, of course, be attributed to 
paper losses suffered as a result of the 
abnormally low security market, and 
the companies may be reasonably ex- 
pected to recover considerable surplus 
with the rise in the security market 
which is already under way. What can 
happen to insurance companies which 
ignore sound underwriting principles 
has had good effect as a warning. 
Fortunately, no outstanding confla- 
gration losses have occurred during re- 
cent years when both underwriting and 
investment profits have been so lean. 
The column in the table below, however, 
representing the losses incurred during 
(Concluded on page 21) 
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NAME AND LOCATION OF 
COMPANY 


o- 





33 COMPANIES OF NEW YORK STATE 
$ 


7,088 53,996,689 
5,269,178 13,496,630 
7,704 9,261,342 
997 46,012,683 
,282 26,708,427 


Agricultural, Watertown 
American Alliance, N. Y. 
American and Foreign, N. Y. 
American Eagle, N. Y. 
American Equitable, N. Y. 


Bankers and Shippers, N. Y. ,506 29,562,285 





Buffalo, Buffalo ,482,101 16,084,259 
City of New York, N. Y. 27,326,593 25,901,403 
Commonwealth, N. Y. 28,359,095 27,724,343 
Continental, N. Y. 231,134,862 221,022,829 
Fidelity-Phenix, N. Y. 188,669,211 183,726,312 
Glens Falls, N. Y. 76,878,414 75,215,804 
Globe & Rutgers, N. Y. 280,918,844 288,155,261 
Great American, N. Y. 187,181,108 184,965,478 
Hamilton, N. Y. 8,687,458 7, 602,865 
Hanover Fire, N. Y. 46,422,402 45,870,944 
Home, N. Y 457,232,959 450,977,281 
Importers and Exporters, N. Y. 22,910,462 23,620,694 
International, N. Y. 43,599,990 42,791,789 
Knickerbocker, N. Y 12,478,079 12,422,311 
Mercantile, N. Y 17,234,839 16,476,097 
Merchants Fire, N. Y 36,055,092 33,937,790 
National Liberty, N. Y. 80,616,427 79,702,674 
Niagara Fire, N. Y 99,745,132 95,293,275 
Northern, N. Y 27,754,191 27,419,831 
North River, N. Y. 92,737,184 92,281,119 
Pacific Fire, N. Y 28,745,150 28,115,655 
Queen, N. Y. 92,357,135 87,792,889 
Star, N. Y. 20,055,903 20,011,454 
Stuyvesant, N. Y. 20,858,766 21,074,488 
United States Fire, N. Y. 132,060,502 131,191,754 


U. 8. Merchants & Shippers, N.Y. 30,658,253 30,546,498 
Westchester, N. Y 75,433,292 76,524,344 
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45 COMPANIES OF OTHER STATES 
3 $ 3 $ z % % % $ 
Aetna, Hartford 248,114,097 248,005,044 109,653 20,413 ,503 13,275,000 kk+-2,329,661 + 4,918,495 0.04 104 2,910,893 
Allemannia, Pittsburgh 20,741,295 20,854,540 113,245 1,538,540 1,145,000 +179 ,537 + 100,758 0.54 156 
Alliance, Philadelphia 31,065,599 30,446,769 618,830 4,079,505 2,150,000 UW+1,320,651 +1,227,684 1.99 162. 1,032,785 
American Central, St. Louis 42,048,456 43,410,509 1,362,053 3,219,783 1,100,000 + 124,629 +633, 101 ; 3.24 76 =: 1,610,803 
American, Newark 125,787,811 126,752,314 964 ,503 9,116,956 mm3,577,856 +1,612,031 +2,962,566 0.76 140 =1, 109,836 
Automobile, Hartford 141,770,154 155,044,644 13,274,490 5,104,701 nn-12,575,000 +1,262,678 +3,142,533 9.36 93 
Boston, Boston 67,276,977 65,578,004 1,698,973 6,918,803 005,760,000 —649,698 +3,507,474 2.52 98 24,260 
California, San Francisco . 21,983,456 21,734,969 248,487 1,710,967 645,000 +228,101 +1,086,353 1.13 138 1,766,764 
Camden, Camden 49,180,496 48,878,226 302,270 6,067,897 pp2,736,425 qq—179,318 +3,813,060 0.61 134 365,000 
Concordia, Milwaukee 25,683,102 27,226,877 1,543,775 2,442,082 770,000 + 166,830 —38 ,523 6.01 101 195,237 
Connecticut, Hartford 70,779,717 68,681,881 2,098 ,836 7,781,659 74,025,980 ss+583,951 +5,270,564 2.96 102 2,378,428 
Dubuque F. & M., Dubuque... 18,570,498 18,813,331 242,833 1,982,004 tt1 480,000 259,171 1.31 143. —=« 
Eagle Fire, Newark, N. J. 18,550,747 18,284,014 266,733 ; —281,582 wu—547,741 —70, 696 + 603 ,588 1.44 508 
Equitable F. & M., Providence... 13,478,968 12,896,321 582,647 2,684,624 1,000,000 ww+117,644 +2,149,627 4.32 157 264,700 
Federal, Jersey City 39,264,649 33,242,501 6,022,148 4,586,988 ww3,974,971 z2z+899,281 +5,734,884 15.34 138 787 ,000 
Fire Association, Philadelphia 92,947,187 95,176,892 2,229,705 3,728,053 yy665,348 +1,518,454 —685, 454 2.40 109 + 1,835.930 
Fireman’s Fund, San Francisco. 179,874,005 178,873,470 1,000,535 11,436,249 226,712,188 14-476,729 +5,247,867 0.55 117 11,100,000 
Firemen’s, Newark 98,698,521 99,172,237 473,716 —19,490,017 2—30,730,405 +96,420 +10,670,252 0.48 190 
Franklin Fire, Philadelphia 45,605,544 5 2,571,193 —2,399,116 %—1,400,000 +79,500 +1,492,577 5. 64 252 =1,325,882 
Girard F. & M., Philadelphia 20,085,317 21; ‘531, 217 1,445,900 2,600,853 800,000 +210, 567 + 144,386 7.20 136 753 , 687 
Hartford Fire, Hartford 489,164,262 488,390,485 773,777 41,447,761 419,192,855 +15,258,996 +7,769,687 0.15 111 6,766,937 
Home Fire & Marine, San Fran.. 22,891,942 22,740,967 150,975 1,834,678 1,240,000 6—575,200 +1,320,853 0.65 181 5 
Ins. Co. of N. Amer., — 294,363,292 286,591,418 7,771,874 32,161,035 712,908,632 §+ 12,820,658 +14,203,619 2.64 149 3,315,000 
Ins. Co. of State of Pa., Phila. 22,744,812 22,667,402 77,410 2,824,123 1,050,000 %+1,335,779 +515,754 0.34 7: 332, 
Lumbermen’s, Philade elphia 9,084,861 9,240,534 155,673 835,973 101 060,000 +32 ,023 —411,723 1.71 304 
Mechanics, Philadelphia 17 ,931, 472 19,445,813 1,514,341 1,981,483 552,000 + 103 ,390 —188 ,248 8.44 191 
Milwaukee Mechanics, Milwaukee 42 48 ,027 ,997 365,577 5,360,412 12,165,564 +41,678,854 +1,150,417 0.76 123. 1,405,010 
National-Ben Franklin, Pittsburgh 23 , 802,891 1,270,550 2 920,000 + 107,896 —76,749 5.64 87 
National Fire, Hartford ,138 190,150,950 374,188 8,716, 65 124,397,832 341,183,190 +3,509,823 0.19 122 2,538,246 
National Union, Pittsburgh 104, 059, 809 109 , 237,056 5,177,247 4,710; 250 M—3,260,000 +2,006,219 +786, 784 4.98 186 1,181,097 
Newark Fire, Newark 35,098,496 33,232,447 1,866,049 2,448, 598 52,435,000 +1,515,103 +364 ,544 169 
He »w Hampshire Fire, Manchester 49,513,936 48,396,013 1,117,923 : 163,172,500 + 63,705 333,942 106 455,340 
Northwestern National,Milwaukee 47,715,820 Pane cae 1,121,260 x 174,670,000 + 662,977 122 582,076 
Ok i Colony, Boston 18,833,211 614, 245 1,218,966 1,601, "667 800,000 —87 ,328 + 126 
Orient, Hartford 24,780,105 33°9 727 ,839 1,052,266 2,360,444 2,275 .000 +971,654 +166, 056 4.24 108 1,679,000 
Pennsylvania, Philadelphia 58,731,801 57,261,282 1,470,519 6,144,970 3,668,750 +1,701,152 +2,245,586 2.50 118 2,950,000 
Phoenix, Hartford 114,731,976 110,985,461 3,746,515 19,678,534 12,380,359 '8+4-738,595 + 10,306,095 3.27 115 1,771,103 
Providence Washington, Prov. 65,868,702 63,901,404 1,967,298 9,785,603 196 , 289,967 +34,797 +5,428,137 2.99 117 794,244 
Republic of Texas, Dallas 15,298,917 13,439,787 1,859,130 1,597,393 22,880,000 —41,730 +618,253 12.16 134 
Rhode Island, Providence 25,654,739 27,912,405 2,257,666 2,738,509 2%—29 687 +28,747 + 481,783 8.80 183 494,244 
Rossia, Hartford 86,119,185 85,646,724 472,461 3,978,483 21935,212 +2,412,481 +1,103,251 0.54 a. =x 
Security, New Haven 50,238,501 1,0 840,594 2,309,448 22965 ,000 +-16,177 + 487,677 ; 1.67 114 
Springfield F. & M., Springfield 143,089,041 3,133,402 12, 199, 938 27,490,000 +-7,376,401 + 466,939 2.19 127 =—1, 639,063 
St. Paul F. & M., St. Paul 135,430,720 6,046,702 009,072,000 +1,539,466 +6,165,877 4.46 127 =: 1,233,357 
Superior Fire, Pittsburgh 21,108,657 1,516,536 1,765,844 23242 ,000 + 156,373 —149,065 7.18 132 
22 FOREIGN COMPANIES 
$ £ $ £ $ $ $ $ % % % $ 
Atlas, London 38,701,033 39,461,298 760,265 2,469,833 629,705 +26,368 +1,053,545 1.96 104: 1,721,387 
Caledonian, Edinburgh 27,647,074 27,497,644 149,430 1,774,280 1,731,581 + 18,929 +173,200 0.54 107 2,477,481 
Commercial Union, London 96,639,320 89,251,439 7,387,881 5,006,491 12,032,369 +335,921 + 26,082 7.64 86 2,469,525 
Eagle Star & Brit. Dom’s, London 39,308,609 39,327,702 19,093 1,545,174 74,221 +147,083 +1,304,777 0.04 62 
Liv. & Lon. & Globe, Liverpool 115,402,017 114,836,601 565,416 7,106,368 5,983,943 +3,483,738 —1,795,897 0.49 99 
London & Lancashire, London 34,596,005 32,435,649 2,160,356 , 3,943 ,833 5,428,455 +-1,019,629 —343 , 895 6.24 102 
London Assurance, London 45,555,458 445,679,704 1,875,754 3,587,750 5,244,680 +1,202,513 —983 , 689 4.12 104 
North British & Mere., London 82,554,829 77,964,367 4,590,462 6,968, 105 8,249,347 +2,238,330 +1,070,890 5.56 116 5 
Northern, London 52,557,297 51,991,746 565,551 3,947,610 4,629,609 +43 ,634 —160,082 1.08 86 2° "413. 750 
Norwich Union, Norwich 40,119,010 40,132,058 : 13,048 3,087,038 1,988,090 +1,159,067 —73,167 0.03 108 
Phoenix, London 39,832,576 42,226,838 605,738 , 3,292,781 3,165,860 +1,643,641 —910,982 1.52 117 2,518,903 
Prudentia Re-and Coins, Zurich 47,843,280 47,668,972 174,308 2,900,226 809 ,035 +517, 102 0.36 236 
Reins. Co., Salamandra, Copenh’n 33,841,138 33, 203, 426 637,712 2,426,449 4,030,892 + 298 ,933 1.88 61 
Royal Exchange, London 27,873,927 7,891,909 17,982 2,074,322 2,719,575 a 540, 602 0.06 107 = 2, 968,637 
Royal, Liverpool . 133,193,386 rs 232,513 5,960,873 8,262,826 8,248,461 4.47 86 - 1,595,179 
Seottish Union & Natl., Edinb’h 40,064,860 38,739,470 , 325,390 4,094,260 5,372,394 +1,317,762 3.31 114 1,046,657 
Sun, London. . ; 42,958,285 41,710,306 1,247,979 3,194,703 4,535,013 +73 ,485 2.91 95 1,692,832 
Swiss Reinsurance, Zurich 39,785,063 39,100,417 684,646 2,584,393 681,273 +1,489,755 +1,098,011 1.72 136 
Tokio M. & F., Tokio 23,945,598 23,397,685 547,913 2,824,894 —4,194,376 +2,653,647 +4,913,536 2.29 195 
Urbaine, Paris. . . 42,885,730 42,735,286 150,444 3,546,261 3,477,218 + 986,328 —766,841 0.35 83 
Western, Toronto. ... . 22,502,738 22,020,958 481,780 1,911,377 1,604,915 —56,766  +845,008 2.14 120 1,740,770 
Yorkshire, York 23'426,394 24,167,863 741,469 1,169,070 502,964 +15,527  +915,038 3.16 146 
Totals ~7,141,392,178 7,061,851,584  tt79,540,594 606,221,352 $f392,050,252t¢-+ 141,819,683t-+ 151,892,011 tt1.11 116,818,860 








N. B.—Figures are mainly compiled from reports to N. Y. Ins. Dept. and include marine business. *Many companies transact marine business, which is included herein. fDividends 
are net after consideration of surplus funds paid in. Amounts in dividend column for foreign companies represent net remittances to or (—) receipts from home offices. §Includes depreciation or 
appreciation in value, or profit or loss on sale or maturity of investments, and profit and loss items. {{Net 

a Dividends include stock dividend $1,000,000, less $2,000,000 surplus paid in. 6 Includes $15, $39 Mixed Claims Award. c Dividends $3,280,000, less $250,000 surplus paidin. d Includes 
$1,200,000 stock dividend. e¢ Includes $28,149 Mixed Claims Award. / Dividends (including $800,000 stock dividend), less $4,500,000 surplus paid in. g Includes $9,431 Mixed Claims Award. 
h Includes $500,000 stock dividend. ; ay ; 

j Dividends (including $5,000,000 stock dividend), less $1,000,000 premium on new stock. Losses of Phenix of Brooklyn. 1 Dividends (including $1,600,000 stock dividend and $500,000 
: dcr sy for investing company), less $4,850,000 surplus paid in. m Includes $73,393 Mixed Claims Award. n Includes $6,300,000 stock dividend. o Over the 10 year period Mixed Claims 

ivds amounted to $7,738,112. _p Dividends (including $2,500,000 stock dividend), less $2,500,000 surplus paid in. 

q Dividends (including $1,050,000 stock dividend), less $5,000,000 surplus paid in. r Includes $6,000,000 stock dividends, less $15,000,000 surplus paid in. s Dividends, less $300,000 
surplus paid in. ¢ Includes $55,312 Mixed Claims Award. u Dividends (including $300,000 stock dividend), less $500,000 transferred from capital to surplus. v Dividends (including $2,990,000 
stock dividend), less $177,500 surplus paid in, less $78,000 premium on new common stock. w Dividends (including $8,500,000 stock dividend), less $6,000,000 transferred from capital to surplus. 

r Includes $1,000,000 stock dividend. y Dividends less $375,000 surplus paid in. z Dividends (including $2,000,000 stock dividend), less $2,000,000 transferred from capital to surplus. tf In- 
cl ides $600,000 stock dividend. §§ beshates $1,770 Mixed Claims Award. 

aa Includes $3,000,000 stock dividend. 6b Includes $77,585 Mixed Claims Award. cc Includes consideration of $500,000 premium on new stock. dd Dividends, less $300,000 surplus 
paid in. ee Including consideration of Mixed Claims Award, $71,229. ff Includes $3,000,000 stock dividend. gg Includes $53,576 Mixed Claims Award. hh Includes $282,941 Mixed Claims 
Aw ard. ii Includes $1,000,000 surplus paid in. jj Includes $43,504 Mixed Claims Award. kk Includes $1,020,220 Mixed Claims Award. II Includes $59,174 Mixed Claims Award. mm Divi- 
dends less $5,048,001 surplus paid in. nn Dividends, less $15,000,000 surplus paid in. 00 Includes $2,000,000 stock dividends. pp Dividends less $250,000 surplus paid in. gq Includes $151,097 
ae d Claims Award. ss Includes $45,925 Mixed Claims Award. ¢t Includes $500,000 stock dividend. uu Dividends, less $2,247,848 surplus paid in. vv Includes $22,962 Mixed Claims Award. 

Includes $1,000,000 stock dividend. zz Includes $795,971 Mixed Claims Award. yy Dividends (including $1,000,000 stock dividend), less $8,796,008 surplus paid in. zz Dividends, less 

st ibseription forfeited, $57,812 and surplus paid in, $3 500,000. ' Includes $385,964 Mixed Claims Award. ? Dividends (including $2,250,000 stock dividends), less $50,795,816 surplus paid in. 
® Dividends (including $1,000,000 stock dividend), less $7,000,000 surplus paid in. 4 Dividends, less $2,000,000 surplus paid in. 5 See Fireman's Fund. ® Includes $33,403 Mixed Claims Award. 

7 Dividends, less $6,765,840 surplus paid in. § Includes $1,666,965 Mixed Claims Award. ®° Includes $27,967 Mixed Claims Award. 1 Dividends (including $250,000 stock dividend), less $500,- 
000 surplus paid in. " Dividends, less $375,000 surplus paid in. !2 Dividends, less $3,000,000 surplus paid in. ' Includes $4,888 Mixed Claims Award. ' Dividends, less $6,625,000 surplus 
paid in ™ Dividends include $1,500,000 stock dividends. ' Dividends (including $250,000 stock dividends), less $1,250,000 surplus paid in. '7 Includes $500,000 stock dividend and $500,000 
used for organizing casualty company. '* Includes $115,073 Mixed Claims Award. ' Includes $2,000, 000 stock dividend. *® Dividends (including $225,000 stock dividend), less $1,525, 000 surplus 
Pai din. 2 Dividends, less $3,045,788 surplus paid in and $1,500,000 transferred from capital to surplus. ? Dividends, less $800,000 surplus paid in. * Dividends, less $490,000 surplus paid in 


and $250,000 transferred from capital to surplus. 
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President Hall, 


of the Lincoln National Life Insur- 
ance Company, Fort Wayne, Ind., 
has been appointed a director of the 
Federal Home Loan Bank for the 
6th District Bank at Indianapolis. 
Mr. Hall is the only insurance exec- 
utive named on the board. The In- 
dianapolis branch of this institution 
will serve the states of Indiana and 
Michigan and will have a minimum 


capital of $8,000,000. 


* « * 


Jute C. Leissler, 


insurance editor of the Chicago 
Journal of Commerce, surprised his 
associates in the insurance business 
last week when announcement was 
made of his marriage to Miss 
Gladys Fay Schmidt of Chicago. 
The ceremony was performed at 
the home of the bride’s parents 
in Chicago Saturday night. The 
couple left the next day to attend 
the American Life Convention at 
Toronto and they also expect to 
take in the National Convention of 
Insurance Commissioners at Dallas, 
the former home of Mr. Leissler. 


* * x 


dete W. Murphy, 


public relations manager of the 
Pan-American Life, was elected 
vice-president of the New Orleans 
\dvertising Club at the annual 
election of officers September 30. 
For the past year Mr. Murphy has 
served as a director of the organi- 


zation. ™ * * 


Albert E. Babbitt, 


actuary and vice-president of the 
Lamar Life Insurance Company, 
Jackson, Miss., was given a pleas- 
ant surprise at his home on his 4lst 
birthday, when a radio program 
dedicated t> him was broadcast 
over WJDX, the Lamar Life Sta- 
tion. Musical selections by the 
staff orchestra were played by re- 


Life Insurance 


OLKS AND (4K 
ACTS 


IN LIFE INSURANCE 


quest of Chauncey S. S. Miller, ad- 
vertising manager of the North 
British and Mercantile Insurance 
Company, New York; John A. 
Copeland, actuary, Atlanta, and 
Vernon Holleman, president of the 
Jackson Association of Life Under- 
writers. ee @ 


‘Fenton M. Riehle, 


associate manager of the Riehle 
Agency of the Equitable Society in 
New York and first vice-president 
of the National Association of 
Life Underwriters, will address the 
Springfield and Worcester, Mass., 
Life Underwriters Associations at 
a luncheon and dinner meeting. 
respectively, on October 20, on 
the subject of “Cardinal Princi- 
ples. - % 


*x 
The “tattered ensign” 


of poetic and historic fame has been 
returned to “Old Ironsides” at 
Washington, D. C. LaVallette Bar- 
ton, great grandson of Admiral La- 
Vallette, who was a lieutenant 
aboard the historic frigate’ in 1825, 
made the presentation, which was 
arranged for by A. W. Defenderfer, 
general agent of the John Hancock 
Mutual Life Insurance Company. 
The publicity department of that 
company aided in locating the flag 
and its owner, and persuaded him 
to present it to the ship from which 
it was first flown. 


« * * 


F or the second 


consecutive month the Connecticut 
Mutual Life Insurance Company 
has had an increase in issued busi- 
ness. Sept., 1932, shows a volume 
of $11,228,642, as against $9,171,- 
784 in Sept., 1931, an increase of 
22.4 per cent. 
of August there was an increase of 
15.6 per cent in issued business as 
well as a substantial increase in 
business paid for. 





During the month | 


> Fran E tinghe 


FTER several years of close asso- 
ciation with life underwriters I 
have this fourth day of October, 1932, 
been asked for the first time would I 
like to buy some life insurance. This 
record of non-solicitation has been a 
source of surprise to me and, I must 
| say, some annoyance and mortification. 
|I once heard a well-established busi- 
ness man say that he always felt com- 
plimented when a salesman asked for 
| an interview, and I guess his reactions 
| were natural enough, for certainly no 
compliment is implied or taken when 
one is ignored over a long period of 
years. 


* * Saal 


ET it be remarked, however, that 
my initiation into the role of client 
was an auspicious one. It was no 
novice, grabbing haphazardly at new 
leads, that gave me my cue to say: 
“Well, you see, I am carrying more 
than I’m really able to right now.” 
Yes, I said carrying. All prospects say 
that in spite of executive and agency 
decree that policies are owned. As a 
matter of record, it was Franklin L. 
Rettger, million-dollar-a-year producer 
in Philadelphia for the Fidelity Mutual 
Life, who called. He told me all about 
the Fidelity retirement income plan, 
during the course of which talk I 
learned that the Fidelity originated this 
now popular insurance feature and also 
that the Fidelity wrote the first dis- 
ability contract away back in 1896. The 
retirement contract was developed in 
1903, largely because a Boston agent, 
who later became known in company 
circles as “Income Sheffield,” persisted 
in urging home office actuaries to adopt 
the plan. 


=< * * 


R. BETTGER’S superb salesman- 

ship developed a point that I 
think well worth emphasizing. A man 
is young, by comparison, as long as an 
older fellow can be found alive. For 
years I have had people—polite people, 
seeking the road of tactfulness—tell me 
that I don’t look a day over 45. In 
his sales talk, consulting his card rec- 
ord rather than these gray hairs, Mr. 
Bettger told me about a client who 
bought retirement at age 63, lived to 
collect the retirement income in his 
seventies and now looks forward con- 
fidently to spending the annuity 
funds in his eighties. He made me feel 
mighty lucky to be nearest my 37th 
birthday and he made me wish I could 
afford a million dollars’ worth of his 
pet contract. 


; * 6 


LSO, he gave me a sales idea that 

you can use. “Whenever I get 

into a slump I buy another policy on 

my own life, whether I can afford it 
or not. It always sets things right.” 
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ORDINARY 


Two Hundred Attorneys Open 
A.L.C. Meeting at Toronto 


Monday's Session Featured By Judge Elliott's Re- 
view of Court Rulings and Kastner's Report on 
Legislation; Richard F. Baird New Chairman 


TORONTO, Oct. 3—With approximately 200 in- 
surance attorneys from several provinces of Canada 
and 38 of the United States and the District of 
Columbia present the Twenty-Fifth Annual Meet- 
ing of the Legal Section American Life Convention 
opened at Royal York Hotel® —s 

The first rounds of the| 


here today. 2 ; . 
American Life Convention 


The sessions will continue 
through tomorrow and will | Golf Tournament were played 
(Concluded on page 22) 


terminate with the election of 




















Mathus Reelected Chair- 
man of Life Group 


Ken H. Mathus, Con- 
necticut Mutual, was 
elected vice-president cf 
the Insurance Advertis- 
ing Conference and 
chairman of the Life 
Group at the New York 
meeting. Frank Price, 
of the Prudential, was 
elected secretary and 
treasurer of Life Group, 
while R. C. Budlong, 
Northwestern National, 
and Rex Magee, Lamar 
Life, were named as 
members of the advisory 
council of the Life Group. 




















new officers late in the after- | 
noon. Richard F. Baird, gen- 
eral counsel, Lincoln Na- 
tional Life Insurance Com- 
pany, of Fort Wayne, Ind., 





FINANCIAL SECTION MEETING 
FEATURES TUESDA Y’S PROGRAM 











the present secretary of the) ——= = 
section, will be elected chair-| Coincident with the legal 
man to succeed Judge Allen | section the Financial Section 
May, vice-president and gen-| held an all-day meeting Tues- 
eral attorney of the Missouri gay with Chairman Russell 
State Life Insurance Com- T. Byers, vice-president of | 


a + = Louis, Mo. f the American Central Life of 

e advance program for | Indianapolis, presiding, and 
the Legal Sections gathering Jen  fallie. encenter>- 
was followed today with the Someueen of the Old Line 


exception of the substitution it ait Wied andiees we 
of Charles McCrea, minister iis a . 
secretary. During the day 


of mines for the province of : 
: the investment problems now 
Ontario, as the speaker at the : : 
confronting the companies 


noon day luncheon. The , 
Honorable William Renwick | ¥eTe @nalyzed from practi- 
Riddell, justice of the su-| lly every angle. 
preme court of Ontario, was 
prevented from speaking by | 
illness. 

In his very interesting dis- 
course on the physical re- 
sources of his province, 
touching on its agricultural, 
timber and mineral wealth, 
Mr. McCrea expressed the 
belief that the Dominion of 
Canada and the United 
States are on the eve of bet- 
ter times and that general | 
conditions will show improve- 
ment soon. In this connec- 
tion he pointed out that in 
preparing to give substantial 
relief the coming winter to 
the needy, it was learned that | 
the shelves of the stores are 
practically bare and will have 
to begin buying in volume to 
fill their needs very soon. 





R. F. Baird, Elected New 
Chairman, Legal Section, 
A . 
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Real estate mortgages, 


bonds, real estate and farm | 


holdings were discussed and 
valuable procedures were 
outlined by which many man- 
agers had contrived to retain 
these investments upon a 
reasonably 
basis despite the depressing 
effects of the present eco- 


nomic and financial situation. | 


Chairman Byers in his 
short opening remarks said 
that the program had been 

(Continued on page 22) 





Russell T. Byers, Chair- 


Financial Section, 


A.L.C. 


man, 


remunerative 





} 


Life Group Has 
Bright Program 


| Members Endorse Plan 
| To Conduct Separate 
| "Week" Celebration 


New York,-Oct. 4—A vari- 
|ety of papers covering in- 
teresting topics featured the 
Tuesday morning meeting of 
|the Life Group of the Inur- 
ance Advertising Confer- 
ence meeting at the Hotel 
Pennsylvania, New York, at 
the close of which awards 
covering the exhibits were 
| made. D. Bobb Slattery of 
| the Penn Mutual Life Insur- 
/ance Company presided and 
the group was welcomed by 
E. D. Benedict of the 
Metropolitan Life Insurance 
Company. 
| <A talk that evoked consid- 
| erable discussion was given 
iby William B. MecNeary, 
Equitable Life N. Y., who 
| related behind the scene de- 
| tails of Life Insurance Day. 
| He suggested that for 1933 
|it might be well to have a 
“Financial Independence 
| Week” and devote the entire 
| week to life insurance, treat- 
|ing on a specific need of in- 
surance for each day in the 
week. 
A prolonged discussion 
followed this suggestion dur- 
ing which Albert G. Borden, 


| vice-president of the Equi- 





table, and John Marshall Hol- 
combe, of the Sales Research 
Bureau, participated. It 
was brought out that the Life 
Agency Officers had already 
approved such a week and 
notice was to be given to the 
National Thrift Association 
that life companies would 
not take part in their pro- 
gram next year. 

Another speaker, C. Sumner 
Davis, Provident Mutual 
Life, gave the details of a 


| recent experience with a pol- 


icyholders’ magazine that 
was inaugurated _ several 
weeks ago. The first issue 
of the magazine invited the 
policyholders to communi- 
cate with the company on a 
(Concluded on page 18) 


Life Insurance 





16 


Life Presidents 
To Stress Security 


Its Relation to Economic 
Reconstruction Theme 
of Annual Convention 


New YorK, Oct. 3— 
Statesmen, business leaders 
and life insurance executives 
will join to consider the im- 
portant part that security 
should play in economic re- 
construction when the Asso- 
ciation of Life Insurance 
Presidents holds its twenty- 
sixth annual convention at 
the Waldorf-Astoria in this 
city on Dec. 8 and 9. Human 
progress and broadened life 
values through security will 
be emphasized in the discus- 
sions. 

Invitations to attend the 
two-day conference are now 
being mailed to the executives 
of all life insurance compa- 
nies in the United States and 
Canada and to the insurance 
supervisory officials of the 
two countries. The heads of 
various national organiza- 
tions, both within and without 
the field of insurance, are also 
being invited to attend the 
meeting. 

That veteran life insurance 





Thomas A. Buckner, 


Convention Chairman 


executive, President Thomas 
A. Buckner of the New York 
Life Insurance Company, will 
be chairman of the conven- 
tion. 

Reports on life insurance 
and its operations during the 
depression, measured in 
terms of human service, will 
be presented by leading exec- 
utives. These analyses will 
include investment trends, 
payments to_ policyholders 
and beneficiaries, current 
mortality and insurance in 
force in this country. 
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Abstract from 
SIXTY-FIRST ANNUAL STATEMENT 
for Year Ended December 31, 1931 | 


Insurance in Force 
$387,823,631 | 
(Increase $12,579,761) 


Admitted Assets | 
$72,970,833.17 | 
(Increase $3,356,668.18) 


Payments to Beneficiaries and Policyholders 
$7,188,970.44 
(Increase $227,079.41) 


The 
Vives ComPaANY 


IRGINIA 


Richmond, Virginia 
Incorporated 1871 



























In the official announce- 
ment accompanying the invi- 
tation, Manager George T. 
Wight of the association 
says: 

“The relationship of secu- 
rity to human progress and 
to economic reconstruction 
will form the basis of dis- 
cussions at our twenty-sixth 
annual convention in Decem- 
ber. The central theme of 
the meeting will be: 


“Security has been of ele- 
mental importance in the de- 
velopment of modern civiliza- 
tion. Adequate protection, 
not only for individual life 
and property, but also for the 
economic and social order, 
has been the foundation for 
our present-day existence. 
Government, law, education, 
banking and life insurance 
all testify to man’s desire to 
surround himself with safe- 
guards and through them to 
project his material and men- 
tal well-being into the future. 


“America has grown rap- 
idly. It is scarcely a century 
since many of our great cities 
were trading posts and large 
sections of our tilled lands 
were wilderness. The rise of 
commerce, the wide develop- 
ment of natural resources and 
the progress of science have 





opened vast fields for new en- 
deavor. 

“Such rapid expansion can- 
not occur in modern civiliza- 
tion unaccompanied by peri- 
ods of readjustment. The at- 
tendant distressing condi- 
tions, endured in the absorp- 
tion of progress, are war- 
ranted only if there emerges 
a new order, purged of false 
standards and founded on 
sound valuations of the es- 
sences of life. It is impos- 
sible, as yet, to measure the 
influence of the present try- 
ing period in this regard. 
Nevertheless, it is significant 
that a broader conception of 
security is emerging from the 
current years of difficulty. 
Security — individual, group, 
sectional, national and inter- 
national—is again, as in the 
past, a goal in the efforts to 
ameliarate the world’s 
troubles. 

“Today, no solitary factor 
can adequately provide secu- 
rity for the individual. Nu- 
merous jurisdictions of 
thought and effort must con- 
tribute to it as interdepend- 
ent parts of a complex mech- 
anism. Leaders in many 
realms of activity in address- 
ing the meeting will throw 
searching light on this prob- 
lem.” 











— safety 








As an investment, life in- 
surance fulfills two of the 
strongest human desires: 


ment, and safety for the 
investors beneficiaries. 


Policy Contracts provid- 
ing the two-fold advan- 
tages of investment safety 
and beneficiary protection 
are first features in the 
Franklin line. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 
Springfield, Illinois 


for the invest- 
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GROUP INSURANCE BENEFITS 
TO EQUAL 1931 PAYMENTS 





Amount of Group Contracts In Force Has Decreased 
But Average Benefit Payable Exceeds That of 
Last Year, According to Travelers’ Estimate 





HARTFORD, CONN., Oct. 3— | 
More than $89,000,000 will be 
distributed this year among 
51,000 families in the United 
States as benefits under plans 
of group life insurance, it 
has been estimated by B. A. | 
Page, vice-president of the | 
Travelers Insurance Com-|! 
pany. | 

An analysis of the experi- 
ence this year indicates that | 
nearly $61,000,000 in benefits | 
will be disbursed among 34,- | 
800 families because of death 
by disease of an insured em- | 
ployee and more than $10,- | 
000,000 will be distributed | 
among 5700 families as a re- 
sult of the death of employees 
by accident. Benefits because 
of permanent total disability 
of 10,500 insured employees 
will amount to more than 
$18,000,000. 

Since the inception of 
group life insurance, total 
benefits including this year 
amount to more than half a | 
billion dollars. More than 
360,000 families in the 
country have received the 
payments. More than 
$396,000,000 of benefits have 
been disbursed because of 
death by disease, or around 
271,000 employees, and the 
benefits because of death by 
accident of 42,000 employees | 
have totaled $62,000,000. 
Payments to more than 50,- 
000 employees who have suf- 
fered permanent total disa- 
bilities have amounted to 
more than $77,000,000. 
Around 32,000 business es- 











New Aetna Agency 


LITTLE Rock, ARK., Sept. 
29—Gordon H. Campbell, 
general agent for the Aetna 
Life Insurance Company 
and Foster Vineyard, of the | 
same company, have gone to 
Cape Girardeau, Mo., to es- | 
tablish an office of the com- 
pany. The Gordon H. Camp- 
bell agency is in charge of a 
district including Arkansas, 
Louisiana and southeast Mis- 
souri. 





Snyder Agency School 


The Paul C. Snyder agency, 
Harrisburg, Pa., representa- | 


tives for the Connecticut Mu- | 
tual Life, is holding a short | 
sales school under direction 
of Vincent B. Coffin, super- 
intendent of agencies, and 
Fred O. Lyter, his assistant. | 
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| 5,600,000. 


tablishments in the country, 
it is said, have in effect group 
plans of insurance totaling 
nearly $10,000,000,000 in 
amount. The number of em- 
ployees insured is put at 
W hile business 
conditions, it is said, have re- 


duced the amount of group | 


life insurance in force, as 
well as the number of em- 
ployees included in such 
plans, total benefits during 
this year have not decreased 
in the same proportion. The 
average benefit of $1,700 pay- 
able this year exceeds the 
average payment of last year. 











Old Policyholders Bought 
Forty Per Cent 


New business on the 
lives of old policyholders 
during the first seven 
months of this year was 
in excess of 40 per cent 
of ail new business »ro- 
duced by the Bankers 
Life Company of Des 
Moines. The company’s 
Chicago agency for that 
period had written $1,- 
557,800 of policyholder 
business and was the 
company’s leading 
agency in that respect. 
The Home Office agency 
led in the number of pol- 
icyholder applications 
written for the seven 
months with a total of 
258. 
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Manager at Montreal 
| F. L. Ernst, supervisor and 
| inspector for the Continental 
| Life Insurance Company of 
| Toronto, with office at To- 
|ronto, has been appointed 

manager of the company’s 
Montreal branch. 


| 


l 





C.L.U. Election 


Thomas A. Gallagher, of 
California-Western States 
Life, has been elected to suc- 

| ceed N. J. Goldsmith, unit 
|manager of the Equitable 
| Life Assurance Society, as 
president of the San Fran- 
cisco Chapter, Chartered Life 
Underwriters. Walter J. Len- 
nox, New England Mutual 
Life, has been elected vice- 
president; Gerald Whitaker, 
assistant manager of Travel- 
ers, secretary; J. H. Wood, 
manager for the Union Mu- 
tual Life, treasurer. 
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A Lesson for Doubters 


The next time a Prospect insists that he will “live 


tell him this :— 


During the first six months of 1932 The 
Prudential paid $4,604,192 in 10,463 
claims on policies that were in force less 


than a year. 


And the probability is that every one of 


the insured expected to “live for years.” 


Che Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 
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unteer State Life spoke on 
conservation. His talk will 
be printed 
issue. 
Other speakers included 
Clifford Elvins, Imperial 
Life of Canada, who gave a 
picture of “Efficient Depart- 
mental Organization,” as his 
experience has shown it to 
him. Fred T. Fisher, Lincoln 
National Life, spoke on 
“Sales Photographs” and 
gave some valuable hints to 
his audience on the theory 
of making pictures good and 
making them inexpensively. 
120 Broadway, with Max J. Following the Tuesday 
Hancel as manager. | morning session of the Life 
Mr. Hancel comes to the| Group awards were made 
Continental American with | covering exhibits by various 
a background of twenty-nine | companies as follows: 
years’ experience in the life 
insurance business, starting 
with the Metropolitan Life 
Insurance Company in 1903 | 
as a solicitor and continuing 


Continental Enters 


State of New York 


Wilmington Company 
Observes Anniversary 
By Expanding 











The Continental American 
Life Insurance Company of 
Wilmington, Delaware, an- 
nounces that it has now en- 
tered the State of New York 
and has opened up a branch 
office in New York City at 


Advertising in newspapers 
and magazines of general 


in next week’s | 


circulation: 1. Imperial Life 
of Canada; 2. Provident Mu- 
tual Life; 3. Great West Life. 

Periodical Advertising to 
the trade (trade press): 1. 
Illinois Life; 2. John Han- 
cock; 3. Penn Mutual. 

Printed material, including 
folders, poster, greeting 
cards, calendars, ete.: 
Aetna; 2. Mass. Mutual; 3. 
Acacia Mutual and Travelers, 
tied. 

Sales Letters: 1. 
Mutual; 
and Penn Mutual, 
Lincoln National. 

Publication for agents: 1. 
Aetna; 2. Conn. Mutual; 3. 
Mass. Mutual. 


Acacia 
Equitable of Iowa 
tied; 3. 


Sales promotion material: | 


1. Bankers Life; 2. Lincoln 
National; 3. Conn. Mutual. 


Policyholders Magazine: 1. | 


Conn. Mutual; 2. Pan-Amer- 


| printed 





| ican Life; 3. Pacific Mutual 
| life. 

The company whose exhibit 
indicates that it merits the 
I.A.C. Life Group Trophy, 
awarded for the outstanding 
contribution of the year to 
the advancement of life in- 
surance advertising: 1. Conn. 
Mutual; 2. Provident Mu- 
tual; 3. Equitable of Iowa. 

The company whose con- 
servation exhibit indicates 
that it merits the 1.A.C. Life 
Group Conservation Cup, 
awarded for the outstanding 
contribution of the year in 
conservation mate- 
rial: 1. Imperial Life of 





Canada; 2. The Business 
Men’s Assurance and the 
Mass. Mutual, tied for second 


| place; 3. The Aetna and the 


National Guardian tied for 
third place. 








with that company for fifteen 
years in various agency ca- | || 
pacities and finally being 
promoted to superintendent at 
large. 

By a happy coincidence, the 
Continental American begins 
business in New York on the 
twenty-fifth anniversary of 
its commencing business. 





Life Group Meeting 
(Concluded from page 15) 


variety of subjects. In tab- 
ulating the results Mr. Davis 
stated of the 191,000 letters 
sent out some 3500 replies 
had been received to date 
and were still coming in at 
the rate of 100 per day. Two- | |} 
thirds of the replies received 
were for additional informa- 
tion on newer policy forms. 

Approximately 1600 people | 
asked that a copy of the com- 
pany’s financial statement | 
be sent them each year. 732 
people were surprised to | 
learn that they could repay | 


wn 


5. Bonds 


policy loans in installments. 
Some 600 people stated that | 
they would like to change | 
beneficiaries. 288 people 
wanted a change of address 
recorded, and better than 200 
people wanted a life insur- 
ance program sent them. The 
replies came in_ self-ad- 
dressed envelopes that were 
inserted in the magazine. 
Speaking on “The Play’s 
the Thing,” Bart Leiper of 
the Pilot Life gave an inter- 
esting talk. He spoke at | 
length on the successful in- 
surance drama “What Price | 
Policy Loans?” Of how it 
was written and produced. 
Seneca Gamble of the Vol- 


than the average. 





T. W. APPLEBY 


President 














The principles upon which the institution of life insurance was 
built are as safe as it is possible for the mind of man to originate. 


Careful selection and distribution of investments are factors that 
have added to safety and helped earn for The Ohio National a 
rating of “A,” Excellent, the highest rating given any company. The 
following illustrates the wide distribution of Ohio National invest- 
ments as of May 31st, 1932, as shown by the Treasurer’s report made 
to an Agents’ Conference August 3rd, 1932: 


. Real Estate 
. City Mortgage Loans 
. Farm Mortgage Loans 





Total Mortgage Loans 
4. Loans to policyholders on security 
of cash value of policies 


0 
6. Cash and Miscellaneous 
The Company has Capital, Surplus and Asset Fluctuation Funds 


equaling 9.76°% of the Policyholders Reserve, a higher percentage 


Salesmen wanted in select locations in the following states: Illinois, 
Indiana, Iowa, Kansas, Kentucky, Michigan, Missouri, Nebraska, 
Ohio, Oklahoma, Pennsylvania, and Texas. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


38.0% 
14.5% 


E. E. KIRKPATRICK 


5.6% 


52.5% . 
. 23.7% 


12.7% 
5.57% 


Supt. of Agencies 
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South Carolina Suit | 
Called Major Racket | 


| 
Some Companies Settle All | 
Cases Regardless 
of Merit 

The “I’ll sue you” situation 
in South Carolina continues 
to be the bane of existence 
for life insurance lawyers, | 
according to a review of cur- 
rent conditions in that state 
by P. M. Estes, vice-president 
and general counsel for the 
Life and Casualty Insurance 
Company, Nashville, Tenn., 
before the Legal Section of 
the American Life Conven- 
tion, meeting on Monday of 
this week at Toronto. 

Conditions peculiar to the 
state of South Carolina per- 
mit suit for punitive dam- 
ages against life insurance | 
companies on the merest pre- | 
text and the courts have 
gained the reputation as 
being notoriously prejudiced | 
in favor of the insured in 
such cases. 

The situation has become | 
so acute that some companies | 
settle all claims without re- 
gard for merit, while others | 
regularly fight to the last 
ditch every effort to raid the 
reserves, often spending more 
in the course of the legal pro- 
ceedings than the total}! 
amount of insurance involved 
amounts to. Mr. Estes urged 
that a test case be taken into 
the Supreme Court of the 
U. S. in an effort to establish 
a favorable and just prece- 
dent, and he cited a case now 
pending which might be used 
for this test. 

As an example of the| 
manner in which the insured 
can make use of the tech- 
nicalties of South Carolina 
law, the following is by no | 
means exceptional: Insured | 
may have an industrial policy 
for $250 lapsed, claim that 
the agent refused to accept | 
premiums prior to lapsation 
and then sue the company, 
not for the amount of pre- 
miums, nor yet for the face 
amount of the policy, but he 
may sue for $3,000 punitive 
damages and his chances of 
collecting are _ sufficiently 
good to establish this and 
kindred procedure as a lively 
and remunerative racket. 





J. S. Myrick Production 

The paid-for business for 
the office of Julian S. Myrick, 
Mutual of New York, in New 
York; for the month of Sept., 
1932, was $1,566,486, as com- 


| tracts before they are turned 


| that a Supreme Court justice 


| contract,” and he was talking 





pared to $1,762,350 in 1931. | 
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Pan-American Branches Out | 
in Texas 


Ted M. Simmons, manager 
United States agencies of the 

an-American Life, left New 
Orleans Oct. 2, on a trip 
through the northern half of 
Texas, where he will visit | 
present agencies of the com- | 
pany and make a number of 
managerial appointments. | 

New Pan-American agen- | 
cies are to be established in 
the cities of Abilene, Lub- | 
bock, Amarillo, Texarkana, | 
Tyler, Marshall and perhaps 
other points. 





The President Looks 
At The Legal Dept. 


His Findings All Are 
Complimentary to the 
Law Experts 


One of the features of the 
Legal Section meeting of the 
American Life Convention at | 
Toronto was the address of 
Laurence F. Lee, president of 
the Occidental Life Insur- | 
ance Company, Raleigh, N. C. 
President Lee’s address was 
titled “The President Looks 
at the Law Department,” and 
his examination of that group 
resulted in nothing but kind 
words for the lawyers. 

“The company is indebted 
greatly to the legal depart- 
ment,” he said, “for the mani- 
fold services rendered and all 
companies should make wider | 
use of the advice of the at- | 
torneys in the matter of se- 
curing approval of all con- 


over to the selling force.” Mr. 
Lee referred to policy forms, 
in this statement, recalling 


once declared that to him “a 
contract will always be a 





about a life insurance policy 
at the time. 

“Lawyers,” declared Mr. 
Lee, “are preeminently clear 
thinkers, and clear thinking 
is all that is needed to manage 
a life insurance company. The 
law department can be used 
in good stead in the matter 
of mortgage loans, in addi- 
tion to its service in approv- 
ing contracts to be entered 
into with the insured. The 
latter,” said the speaker, “too 
often comes to the attention 
of the legal department only 


after such contracts have, | 


through weaknesses unknown 
to actuaries and the agency 





ILO 0 Or’ ALAA LA° Ava 
ESSSSSSSCE 





Last year the 





Metropolitan 





printed and 
distributed to 
policyholders 











and others 





more than 
38 million 
Health and 
Welfare 
Booklets. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


ONE MADISON AVE., NEW YORK, N. Y. 




















FREDERICK H. ECKER, PRES. 





PAL LP ALAA Lara: 





force, brought the company | 


into harmful and unnecessary 
litigation.” 


| 


Life Insurance 





An Old Line Legal Reserve 
Company 


WITH A NEW 
APPEAL 


The origin and organization of this Company 
is such that it possesses exceptional and per- 
manent interest for a wide class of insurance 
buyers—both individual and group. 


Doors stand open to the Union Labor Life 
agent, giving him an unequalled opportunity 
for continued profitable production. 


Thus the Union Labor Life agent has a unique 
opportunity to build his production, aided 
as he is by Home Office and field cooperation 
in selling and by desirable policy forms and 
features that include WAIVER AND IN- 
COME DISABILITY AND DOUBLE IN- 
| DEMNITY. 


Write for Agency Proposition 


The Union Labor Life Insurance 
Company 








Washington, D. C. 























More Ammunition 


for our fieldmen. The Philadelphia 
Life Adjustment Policy has been 


built to fit present day conditions. 


It is a 1932 model—More Pro- 


tection—Low Cost—Flexible—Per- 





manent. 








General Agents wanted in Penn- 


sylvania, New Jersey, Ohio, Indiana, 


and Michigan. 


Philadelphia Life Insurance | 
Company 

111 NORTH BROAD STREET 

PHILADELPHIA, PA. 
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YOUR 
OPPORTUNITY _ 


May Be With 
The Colonial Life 


Insurance Company 
of America 


33 Years Inco 
in Business Under 


Over 570,000 People Protected 
By Colonial Policies 


More Than 123 Million Dollars 


Insurance in Force 


Industrial Policies from Birth to Age Sixty 
Ordinary Policies from Age Fifteen to Age Sixty 


Operating in 
New Jersey, New York, Pennsylvania and Connecticut 





ted 1897 
lew Jersey Laws 


Home Office, Jersey City, New Jersey 
Tell All About Yourself in First Letter 


for progressive agents... 





Life The Spirit 
Underwriting of Life 
Efficiency Underwriting 


by Walter Cluff 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the _ prospect's 
attention and beguiling 
methods of approach are 
outlined, followed by 
many ingenious closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 
own needs 


Price $1.00 


12 copies, $10; 
25 copies, $20. 





by Walter Cluff 


In this book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the importance 
of physical appearance 
and mental attitude. This 
book is not only highly 
inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One Gen- 
eral Agent says it is “‘the 
best sales book for both 
new and old men I have 
read in my 26 years in the 
business.”’ 


Price $1.00 


12 copies, $10; 
25 copies, $20. 








Cc. L. U. DEGREE QUESTIONS & ANSWERS 


Copies of complete set of questions and ; 
answers to the June, 1931, C. L. U. Price $1.00 
Degree examination. 12 copies, $10. 











Here’s A CHANCE FOR THE GO-GETTER 




















ORDER TODAY FROM 


THE INSURANCE FIELD 


P. O. Box 617 
LOUISVILLE, - KENTUCKY 
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Connecticut Mutual 


To Hold Round Table 


Ten General Agents to Be 
Present at Home 
Office Meet 


A third agency building 
round table of Connecticut 
Mutual Life Insurance Com- 
pany general agents will be 
held at the home office in 
Hartford, October 3-8. The 
results of the first two confer- 
ences held in New York and 
Hartford respectively prove 
the efficiency of this method 
of equipping the general 
agents to better handle their 
organization problems. The 
procedure followed at these 
two previous meetings will 
serve as the general back- 
ground of this third one. 

Under the leadership of 
Vincent B. Coffin, superin- 
tendent of agencies, sessions 
will be held both morning and 





afternoon, and such phases of | 


organization work as “Im- 
proving the Old Organiza- 
tion,” “Supervision and Su- 
pervisors,” “Brokerage,” 
“New Organization,” ‘“Re- 
cruiting Methods,” “Train- 


ing,’ “Finance,” etc., will be 


discussed. 

The general agents attend- 
ing the round table are: L. D. 
Fowler, Cincinnati; J. L. Me- 
Elfresh, Washington: M. 
Sherman, Toledo; T. L. Black, 
Philadelphia; S. Wellbeloved, 
Chicago; W. J. Stoessel, 
Springfield; K. W. Jacobs, Jr., 
Milwaukee; D. C. 
Richmond; W. R. Harrison, 


Little, | 


been appointed to the man- 
agership of the Southern 


During his service with the 
company since 1915, E. J. 
Dunfee has written over $5,- 
000,000 of insurance. 





New Agency at Boise, Idaho, 
for Northwestern Nat'l 


Establishment of a new 
general agency which his ex- 
pected to give the company 
a substantial foothold in 
southern Idaho and eastern 
Oregon is announced _ by 
Northwestern National Life, 
of Minneapolis, with the ap- 
pointment of Ben Wood as 
general agent. Offices have 


Wood already has 


several experienced life in- 


agency. 


Saskatchewan division with | 
headquarters at Regina. | 


been set up in Boise, and Mr. | 
enlisted | 


surance men to represent his | 


| Master Salesman Will 
Address Agency Meet 





Norval Hawkins, Former Ford 
Executive, Will Speak 
at Chicago 





One of the highlights of the | 
joint meeting of the Associa- | 


21 


pany in 1904, becoming gen- 
eral sales manager of the 
company in 1907. During the 


| next twelve years he directed 


| 


| 
| 


the marketing of Ford cars 
all over the world. Sales were 
multiplied 132 times. In sell- 


| ing his personal services and 


ideas, and in selling goods, 
Mr. Hawkins has always fol- 


tion of Life Agency Officers | lowed certain principles which 
| invariably led to success. 


and the Life Insurance Sales 
Research Bureau, to be held 
in Chicago, November 1, 2 
and 3, will be the address of 
Norval A. Hawkins, consult- 
ing sales manager, of Detroit. 
While the title of Mr. Haw- 
kins’ talk has not been an- 
nounced, it is known that he 
will discuss what life 
surance sales organizations 
should do to meet present 
| conditions. 

Mr. Hawkins started as au- 


| 
| 
| 
| 





Fischer Mass. Mutual Agency 
in New Quarters 

The St. Louis, Mo., agency 

of the Massachusetts Mutual 

Life Insurance Company, for 

which Chester O. Fischer is 


| general agent, has moved into 


in- | 


ditor of the Ford Motor Com- | 


new and larger quarters on 
the seventh floor of the Mis- 
sissippi Valley Trust Build- 
ing. The agency now has the 
entire seventh floor of the 
building. 











Jr., Atlanta; and R. S. Caul- | 


kins, Cleveland. | 





Assistant Manager Retires 
Leslie R. Young, assistant | 
general manager and treas- | 
urer of the Canada Life As- | 
surance Company, has _ re- 
signed on account of continued | 
ill-health, Mr. Young has | 
been connected with the Can- | 
ada Life for 32 years. In| 
January, 1915, he became ac- | 
countant in the investment | 
department of the company, | 
and four years later assist- | 
ant treasurer. In January, 
1928, he was appointed treas- 
urer and in 1930 was ap- 
pointed to the position of as- 
sistant general manager. 





Great-West Life Promotions 

C. F. Dunfee, C.L.U., man- | 
ager for the Great-West | 
Life at Regina, Sask., has | 
been promoted to the man- | 
agership of the company’s 
branch at Vancouver, B. C. | 
E. J. Dunfee, C.L.U., has | 
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HOME OFFICE BUILDING 





make a start. 


the Years” 


A life or endowment policy (but not term 
insurance) is an Insured Savings Plan with 
guaranteed values for Retirement. 


NEW YORK. LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK, N. Y. 


“A Source of Comfort Through 


The Record of a Small Policy 


The following letter from a Wisconsin clergyman illustrates strik- 
ingly how even a small life policy kept in force may be the chief 
or sole means to security and peace in the later years of life: 


“My mind goes back across the years to an afternoon in 
North Dakota, when a representative of the New York 
Life came to my home and urged me to take out some Life 
I believed in insurance but was too poor to 
I was so short of money that the agent 
had to lend me the money for my first premium. My only 
regret is that I did not let him make it three thousand 
instead of one, as he wanted to do. 


“Tt has been a source of comfort through the years, to 
have even so small an amount in a safe place. 
are no longer young, and have decided to buy a little home. 
This means that we need the small savings the New York 
Life has been keeping for us these many years... 


This is a $1,000 20 Payment Life policy issued at age 35. 
Total premiums paid—$766.80. 
ing dividend deposits, amounts to $1,146.21. 
these years the beneficiary has been protected for $1,000. 


Present cash value, includ- 


Now we 


” 


Through all 
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Legal Section Meet 
(Concluded from page 15) 


over the sporty course of the 


Royal York Golf Club today | 


and the play will conclude 
tomorrow afternoon. The 


| 


winners will be awarded suit- | 


able prizes at the stag dinner 
to be staged on the roof 


garden of the Royal York | 


Hotel, Tuesday evening. Dr. 


Harry W. Dingman, vice- 
president and medical di- 
rector, Continental Assur- 


ance Company, Chicago, IIL, 
chairman of the medical sec- 
tion, will 
master. 


Entertainment Features 


The ladies attending the 
convention meeting will be 
the guests at a dinner and 
bridge party at the Granite 
Club, Tuesday evening; while 
on the afternoon of Wednes- 
day they will be given a tea 
at the Lambton Country Club 
following an automobile tour 
of Toronto and its suburban 
territory. The dinner dance 
at the Royal York Hotel the 
evening of Oct. 6 is another 
big evening on the social pro- 
gram for the women folk. 

The address today by P. 
M. Estes, vice-president and 


general counsel, Life and 
Casualty Insurance Com- 
pany, Nashville, Tenn., on 


“Punitive Damages” was out- 
standing and attracted con- 
siderable attention. He went 
to the very meat of this im- 
portant subject, presenting 
his facts concisely, clearly 
and very forcefully. 

The papers of Judge Byron 
K. Elliott, Alva M. Lumpkin, 


Barkely Cox and Ralph H. | 


Kastner also proved very in- 
teresting and valuable con- 
tributions to the insurance 
attorneys as did the com- 


ments of George Kahin on | 


Mr. Lumpkin’s paper and by 
Arnold Hobbs on the points 
made by Mr. Cox in his ad- 
dress. 


Second Legal Session 


The second and concluding 


day of the legal section was 
presided over by its chair- 
man, Allan May, 
counsel of the Missouri State 
Life. The morning session 
was given over to two 
portant papers pertaining to 
the incontestability clause in 
life insurance policies and a 


general | 


im- | 


discussion on same with par- | 


ticular stress placed on the 
revival of suicide and incon- 
testable clauses in reissued 
or converted policies. C. G. 


Morgan Wynne, of the Sun | 


Life Insurance 


preside as toast- | 


PRESIDING OFFICER 





| Allan May, Convention Chair- 


man, Legal Section, A.L.C. 


Life of Canada, in a paper . 


on taxation spoke of the un- 
fairness of the excessive tax 
burden which the insuring 
public of North America has 
to bear in the form of pre- 
mium and privilege taxes and 
the various other forms. 

In the afternoon papers 
were presented by Richard L. 
Douglas, general counsel of 
the American Union Life, 
St. Joseph; Lawrence F. Lee, 
president of the Occidental 
Life of Raleigh, and Edward 


|B. Raub, vice-president and 


general counsel of the In- 
dianapolis Life; at the con- 
clusion of the meeting, Rich- 
ard F. Baird, general counsel 
of the Lincoln National Life, 
was elected chairman and 
Allan E. Brosmith was 
chosen secretary. (See page 
10 for other developments in 
the legal section meeting.) 


Massachusetts 


Mutual Life 


a synonym for 
Quality and 
Excellence in 
Life Insurance 


Massachusetts 
Mutual Life 


Insurance Co. 
Springfield 


Massachusetts 


Organized 1851 


Financial Section 
(Continued from page 15) 
designed upon the theme of 
conservation and that the 
papers to be presented would 
deal with present trouble 
rather than those of the fu- 
ture. The first speaker, A. J. 
Hettinger, Jr., of the Invest- 
ment Research Counsel of 
Detroit, gave a worth-while 
summary of the present 

financial problems. 





He said that while the 
acute crisis of April to July 
lies behind us there was no 
definite evidence that the 
world is yet emerging from 
its depression is not at hand. 
He detailed the causes which 
brought about the debacle 
both in America and abroad 
and gave a bird’s-eye picture 
of the effects made to over- 


come its force throughout 
the world. 
Allan E. Brosmith, at- 


torney for the Travelers, pre- 
sented a valuable analytical 
research of the various state 
laws bearing on the time 
limit placed on the holdings 
of property not necessary to 
the conduct of its business 
by life insurance companies. 
With the current necessity 
for ownership through fore- 
closure and interest defaults 
this subject was especially 
timely. 

Edward B. Raub, Jr., of 
the Lafayette Life, pointed 
out the need for uniform pro- 
cedure in handling real estate 
mortgages and foreclosures. 
In a discussion upon the sub- 
ject of bonds, Sidney W. 
Souers, vice-president of the 
Missouri State Life, gave evi- 
dence of the intimate bear- 
ing which railroads, their 
wages and rates have on in- 
dustry and agriculture. 

W. G. Preston, president 
of the Bankers Reserve Life 
of Omaha, discussed the 
satisfactory experience of his 
company as a large municipal 
bondholder. This class of 
bonds, he said, have safety, 
marketability and _ stability 

(Concluded on next page) 








OPPORTUNITY 


We propose to give every 


man his chance -- 
Abraham lincoln 


TRUE TO 


THE NAME OF 


LINCOLN ! 


The Lincoln National Life Insurance 


Company, Fort Wayne, Indiana. 
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(Concluded from preceding 
page) 

in price. Adlar H. Rust, of 

the State Farm Life, pre- 

sented the viewpoint of the 

small company where invest- 

ments are as important to its 


ultimate success and solvency 


as to a larger one. 


At the afternoon session, | 


a paper, prepared by R. 
Graeme Smith, assistant sec- 
retary of the 
General Life, was presented 
upon the management of 
foreclosed city real estate. 
Much of worth was contained 
in the material collated and 
some successful experiments 
were outlined. 


Drainage Bonds in Default 


James A. McVoy, president | 
of the Central States Life of | 
St. Louis, discussed the per- | 


tinent drainage problems now 
operative with particular em- 
phasis on those of south- 
eastern Missouri. Mr. McVoy 
presented a thorough and 
analytical statement of facts 
pertaining to this acute situ- 
ation. He said that the value 
of drainage districts lands 
now in the United States 
totaled in excess of six hun- 
dred eighty-three millions of 
dollars with a total acreage 


in excess of eighty-four mil- | 


lion. At the present time 
practically three-quarters of 
the drainage bonds are in de- 
fault. The burden of taxation 
coupled with low prices were 
the primary reasons for this 
deplorable condition. 


Agricultural Problems 


James L. Madden, vice- 
president of the Metropoli- 
tan Life, elaborated upon this 
theme. He detailed the im- 
portance of the situation to 


life insurance companies who | 


were interested as well by 
first mortgages as the drain- 
age bonds. A reduction of 
taxes and a maintenance of 
the drainage district out of 


Connecticut | 


























Select Policies which can be 
Profitably Sold to the 


largest number of people 


Our commissions are liberal and our special 
policies meet the needs of life insurance 
buyers of today. 


If you are interested in a permanent connection 
in Ohio or New York, it will pay you to investigate. 


FRANK F. EHLEN, 


Director of Agencies 


JOHN M. HULL, 


President 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
Buffalo, N. Y. 











| 452 Delaware Ave. 

















| members. Alvin O. Mirriam | Named Coreceiver 
discussed farm sales and the | for Old Colony 
| wisdom of avoiding sales of J. A. O. Preus, vice-presi- 
|farms which would result in | dent of W. A. Alexander & 
a further depression of the | Company, prominent Chicago 
|farm market. C. J. Lacy, of | general insurance agency, 
the Minnesota Mutual, ex-| former governor of Minne- 
plained the workings and/sota and former insurance 
progress of the voluntary | commissioner of that state, 
domestic allotment plan for | was named a coreceiver with 
farm relief. | Alvin S. Keys of Springfield, 
At the conclusion of the | Tuesday, for the Old Colony 
meeting Charles S. Mac-| Life Insurance Company of 
Donald, president of the Con- | Chicago which recently went 
federation Life of Toronto, | into receivership under action 
was selected chairman, and} begun by Attorney General 
| C. J. Lacy, vice-president of 'Carlstrom at the request of 
the Minnesota Mutual, sec-| the Illinois Insurance De- 
| retary. ; partment. 





the present income of the | 


farmers must be an integral 


part of any solution offered. | 


George C. Holmberg, treas- 
urer of the Northwestern 
National Life, told of the 
part the reconstruction fund 
was playing in the rehabili- 
tation of agriculture. 

D. Howard Doane, of the 
Central States Life, outlined 
the analysis of farm leases 
for the corn belt and wheat 
belt states prepared by H. C. 
M. Case, of the University 
of Illinois, 
copies of the report of the 


latter for the guidance of the | 
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| Judge Elliott Reviews 
Recent Court Rulings 


Sees Trend to a More Just 
Interpretation of Policy 
Provisions 

ahs 

Judge Byron K. Elliott, 
manager and general counsel 
| for the American Life Con- 
vention, speaking before the 
Legal Section of that organ- 
ization meeting at Toronto on 
| Monday of this week, de- 
clared that recent court de- 
cisions in insurance cases in- 
dicate a trend in the direction 
of a saner interpretation of 
policy provisions, in that 
|/many of the decisions of 
1931-32 have construed the 
| msurance contract as it is 
really written. Judge Elliott 
| selected a few of the out- 
| standing cases in taxation, 
| total and permanent disabil- 
ity, incontestability, aviation, 
| suicide and agent’s responsi- 
| bility, for the subject of his 
review. 

The legal department of 
the A.L.C. has digested and 
reported on more than six 
| hundred cases during the 
| past year, declared the speak- 
er, calling attention to the 
necessity for _ continually 
broader knowledge by the 
life insurance attorney. Many 
of these cases, he said, were 
treated in no other publica- 
tion, emphasizing the value 
of the monthly bulletin serv- 
ice to member companies and 
their legal departments. 

Decisions in the matter of 
tax litigation and disability 
comprised the major portion 
of Judge Elliott’s review. 
He pointed out that while 
many companies have discon- 
tinued writing new business 
in this line, such action has 
now, and will have in the im- 
| mediate future, very little ef- 
fect on the volume of litiga- 
| tion in connection with settle- 
| ment of claims on old busi- 
| ness. 
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Contract as good as the best, with exclusive rights. 


ability to handle such an agency. Address 


EXCLUSIVE 
care of THE SPECTATOR 








Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an unlimited production. 


Confidential communication invited from those with clean records and with 
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Stewardship 


HE Mutual Benefit is justly proud of its rec- 

ord of stewardship, for funds entrusted to its 
care have been conserved and wisely increased. 
Neither war, nor plague nor panic has pre- 
vented the performance of its contracts. And in . 
that constancy there is confidence that members 
of the Company will continue to find safety in 
Mutual Benefit protection. New policies being 
issued daily are contractual obligations and will 
further demonstrate the unchanging character 
of Mutual Benefit security . . . the first law of a 
life insurance company is security. 


The MUTUAL BENEFIT 


LIFE INSURANCE COMPANY 


Newark, New Jersey 
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THREE GREAT HAZARDS 
A Leuflet That Gets Down to Rock Bottom Reasoning 


About Life Insurance 


“Three Great Hazards’’ a leaflet written by Ernest Gray is just what 
@ number of life insurance agents have been looking for because it is a 
piece of sales literature that speaks to prospects in their own language. It 
is calculated to create a thoughtful state of mind in the prospect before 
the agent makes his call. 


PRICES 


THE SPECTATOR COMPANY 


CHICAGO NEW YORE 














The Road Ahead 


The success ahead of a life insurance salesman depends 
upon five definite things— 
- Himself 
. His field 
- His policy contracts 


een 


. His contract 


5. His company 


All of these are equally important. If all are good, 
i success can be predetermined. 


To the man who possesses the right qualifications, we 
will supply the other requisites of the right field, the 
right policies, the right contract, with the right company. 


For further information address 


A. R. Perkins, Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


Julian Price, President 


Greensboro, North Carolina 














E ANNUITY 
HOW TO SELL IT 


How to sell this class of life 
insurance is explained by one 
who has proved his methods in 
the field. In this booklet, the 
author gives a detailed account 
‘of how he has been successful in 
this comparatively undeveloped 


and fertile field of life under- 


writing. 


Price per copy 25 cents 
Discount in quantity orders 


THE SPECTATOR COMPANY 


Division of United Business Publishers Inc. 


NEW YORK, N. Y. 


CHICAGO BOSTON 








Address book orders to Publication Office, 56th and 
Chestnut Sts., Philadelphia, Pa. 
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ROCKFORD LIFE 


HAS A MESSAGE 
FOR YOU 


It Concerns Contract 
Direct With the Company 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois 


Dear Sir: 


SEND ME THE MESSAGE 
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Mortality Rate Lowest 
On Record During 1932 


Heart Disease and Cancer | 


Continue as Leading 
Death Factors 


For the first eight months 
of 1932 the mortality rate 
among the millions of Indus- 
trial policyholders of the 
Metropolitan Life Insurance 
Company in the United 
States and Canada has been 
at the lowest figure ever reg- 
istered, for a similar period, 
standing at the end of Au- 
gust at 8.8 per 1000, 3.3 per 
cent lower than the corre- 
sponding figure last year. 
The August figure itself was 
slightly higher than the aver- 
age for this month during 
the last three years. 

Improvement in mortality 
has been observed in all sec- 
tions of both countries. West 
of the Rocky Mountains the 
rate for the eight months was 
6.3 per 1000, compared with 
6.4 in 1931. In the rest of 
the United States the figure 
was 9.0, as compared with 
9.4 in 1931. In Canada the 
rate dropped to 7.9 in 1932 
from 8.2 in 1931. 

Heart disease continued 
the leading cause of death 
among this cross-section of 
the wage-earning population, 
being responsible for 18 out 
of every 100 deaths. Cancer 
ranked second 





Reinsurance Plan Approved 

A reinsurance agreement, 
approved by the state in- 
surance commissioners of Ar- 
kansas and Tennessee and the 
Pulaski circuit court, where 
proceedings had been insti- 
tuted for a receivership for 
the Woodmen Life Insurance 
Company, a negro organiza- 
tion with headquarters at 
Hot Springs, has been an- 
nounced. The reinsurance ar- 
rangement permits. the 
Universal Life Insurance 
Company of Memphis, Tenn., 
to acquire the Woodmen 
Union Life. 





Penn Mutual Appointments 


Rutherford and Jack 
both of Little 


Jim 
R. Watson, 


Rock, Ark., have been ap- 
pointed assistant general 


agents of the Penn Mutual 
Life Insurance Company for 
Arkansas, effective Oct. 1, it 
has been announced by Alan 
Gates, general agent 
Little Rock. Both have been 
with the Gates agency for the 
past two years. 
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|C. A. Cravens Succeeds | j- 


| Father As General Agent 


| Succeeding his 

Charles A. Cravens, whose se- 
rious illness makes it impera- 
tive for him to lay down the 
important responsibility of 


Turner Cravens becomes gen- 
eral agent at Louisville, Ky., 
for the National Life Insur- 
ance Company, Montpelier, 
Vt. 

Mr. Cravens, whose con- 
tract became effective August 
15, is a graduate of the Cul- 
ver Military Academy— 
where he remained as instruc- 
tor for four years—and also 
of the Wharton School, Uni- 
versity of Pennsylvania, 
where he majored in life in- 
surance. He has also achieved 
the designation of Chartered 
Life Underwriter. 





Elected Secretary 


At a recent meeting of the 
executive committee of the 
Pioneer Pyramid Life Insur- 
ance Company, Charlotte 
N. C., E. E. Harden was 
elected secretary. 

Mr. Harden has been with 
the company since its organ- 
ization, and has been very 
useful in setting up the home 
office organization. For the 
last year he has also been 
serving as the company’s ac- 
tuary. 





father, | 


the general agency, Charles | 











insurance needs. 





Working With 
Both Hands 


Monarch representatives have not only life in- 
surance to offer but also non-cancellable accident 
and health. Almost every interview on accident 
and health insurance converts a suspect for life 
insurance into a prospect, because the informa- 
tion obtained in this manner brings out life 


MONARCH 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 


LIFE—ACCIDENT AND HEALTH INSURANCE 














New Pension Plan 

The Pacific Lighting Cor- 
poration announces for it- 
self and its five associated 
companies a new uniform 
pension and benefit plan in 
substitution for previous in- 
surance plans, formerly car- 
ried on by some of the 
individual companies. Par- 
ticipating in the new program 
are the Los Angeles Gas & 


Southern California Gas 
Company, the Southern Coun- 


Maria Gas Com- 
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dustrial Fuel 
Supply Company. 


| pany, and the In- 
The new 


pro- 


politan Life, will 


insurance ap- 


employees, 
ability _ benefits, 
and retirement. 
New Managers 
The Texas Pru- 
dential Company 
of Galveston, an- 
nounces the ap- 
pointment of 
| Fred N. Irvin, as 
district manager 
for East Texas 
with headquar- 
ters at Lufkin. 
The company has 





Haycock and 
C. O. Weathers 
as managers for 
the 
around San 
tonio. 


An- 








| include group life | 


also named H. F. | 


district} 


| Electric Corporation, the | 


| ties Gas Company, the Santa | 


| gram, underwrit- | 
| ten by the Metro- | 


proximating $12,- | 
| 000,000 on 6200} 
dis- | 


|} ance company 





Seaboard Life Agents 
Merge Work and Play 


Qualifiers Spend Week of 
Vacation and Convention 
at Texas Resort 


Seaboard Life Insurance 
Company has just held its 
fifth annual convention at 
Camp Waldemar, near Kerr- 
ville, Texas. 

The Seaboard’s convention 
was somewhat unique, in that 
agents qualified not only for 
their own attendance, but also 
fcr the attendance of their 
wives and children. The con- 
vention lasted for one week, 
with business sessions each 
morning, various forms of 
recreation in the afternoon, 
and with entertainment in the 
evening. 

There were approximately 
100 present at the convention 
of the Seaboard recently held. 





New Agency Director 
The Seaboard Life Insur- 
of Houston, 
Tex., has announced the ap- 
pointment of Milton R. Un- 
derwood, former sales pro- 
motion manager, as agency 
director. He succeeds Jack 
Neil, who resigned to become 
associated with the district 
agency of the company at 
Houston. 


Bank Cashier Joins Central 
States Sales Force 

J. J. Raley, Little Rock, 
Ark., general agent for the 
Central States Life Insurance 
Company of St. Louis, Mo., 
has announced the appoitt- 
ment of W. K. Sith as dis- 
trict representative for the 
company, with headquarters 





| at Malvern. 
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Smcere / 
by Megs, Mead lef 


DITOR ELLINGTON rather high- 


hatted me by asking why I never | 
put any interesting letters in the Smoke | 


column and he offered his own explana- 
tion by suggesting that perhaps I never 
get any. He was wrong. I had one 
only this morning from a young man 
in the insurance business. He did not, 
however,’ write about insurance. His 
letter was by way of being a note of 
thanks for a magnificent gift or loan 
I had made to him. When I recently 
moved I had on my hands an enormous 
sofa, once and still, for that matter, the 
personal property of a well-known the- 
atrical star. He had loaned it to me. 
But the theatrical star is far away in 
Hollywood and I did not believe it pos- 
sible to ship it to him there. Boats have 
not yet been built big enough to carry 
it, or locomotives of sufficient pulling 
power to get it to the other side of the 
continent. Even the wildest dreams of 
the aviator could hardly picture man 
ever perfecting any flying machinery 
that would raise it more than two or 
three feet above the ground. All roads 
in these days may indeed lead to Holly- 
wood, but the highways are not yet 
wide enough for its passage nor could 
modern concrete support the strain of 
its weight. The Rocky Mountains would 
shrink at its approach and the Great 
Salt Lake would experience a tidal wave 
should it fall into it during the passage. 


* * * 


OB said he would like it so I told him 

to take it. This is what the ingrate 
wrote: “The sofa arrived Saturday 
evening attended by considerable con- 
fusion and dismay. In the first place 
the original movers were unable to get 
the damn thing up the stairs to the 
apartment. Hoisting men were prompt- 
ly summoned but were staggered at the 
mammoth proportions of the object and 





| fire insurance company 


named some fabulous sum to do their | 
|ings would not be built, as loans 


dirty deed. 


cal “ * 


*““8T’S a nice sofa, lady, a beautiful 
piece,’ chirped the hoisting man. 
“‘But if I get it upstairs how will I 
ever get it down again?’ I said. ‘Leave 
dat for de next poison to get the head- 
ache,’ he said. 
* * « 
““@ O, anyhow, it’s there and we like it. 
But whatever did you do with the 
slip cover?’ You can’t possibly use it 
on anything but a steamboat and then 
let them stand in the rain.” 
That’s gratitude! 


Fire Insurance 


|could not be 






4d 

———" and 
Mutual” is the title of a booklet 
recently issued by the Continental 
America Fore Group, written by 
C. W. Pierce, vice-president of the 
fire companies in the group. In a 
preface Mr. Pierce asserts that 
stock insurance has squarely ful- 
filled its obligations to the public 
during the most trying times of 
this generation and will continue 
to do so. An interesting and valu- 
able feature of Mr. Pierce’s preface 
is his clear definition of the differ- 
ence between a stock and a mutual 
a differ- 
ence that generally is not under- 
stood by the public. He says, in 
part: “The term ‘stock insurance’ 
. refers to indemnity offered by 
stock companies whose assets have 





been provided by stockholders who 
may or may not be policyholders. 
The term ‘mutual insurance’ refers 
to indemnity offered by mutual and 
assessment companies which have 
no capital stock and therefore must 
operate solely with the funds of 
those who hold their policies.” 
Discussing insurance in general 
Mr. Pierce says that it forms the 
very backbone of our nation’s in- 
dustrial and business credit struc- 
ture. “Without insurance our 
complicated business systems of 
today could not function. For ex- 
ample—without insurance, build- 


protected; credits 


| would not be extended and busi- 


ness generally could not be con- 
ducted; ships with valuable car- 
goes would not leave their piers, 
and commercial aviation could not 
be developed.” 


* * * 


‘a a recent 
number Harbour and Shipping, ot 


| Vancouver, told a story to illus- 


MAT TERS 


IN FIRE 


INSURANCE 


trate the present condition of the 
shipping business. A prominent 
shipping operator had a dream in 
which the Lord revisited earth and 
was walking in a park. On one of 
the seats he saw a young woman 
crying bitterly and evidently in 
great distress. He inquired what 
ailed her, and she replied, telling of 
her great trouble and grief. The 
Lord comforted her and she went 
on her way rejoicing. 

Proceeding, the Lord came to an- 
other seat on which was seated an 
old man, with grey beard and tat- 
tered clothing. He inquired once 
again, “What ails thee, my son?” 
and the old man related how he 
had been a prosperous merchant, 
but bad times and _ unfortunate 
speculations had brought him to a 
state of penury. The Lord spoke 
words of comfort to him, and the 
man was comforted and went his 
Way rejoicing. 

On a nearby seat was a middle- 
aged and apparently prosperous 
man, whose appearance, however, 
did not conceal his troubled state 
of mind. Again the Lord enquired 
of him as to the cause of his dis- 
tress. 

“Lord,” said he, “I am in the 
shipping business.” . 

And the Lord sat down with him 
and wept. 


Become he missed 
his train the delegates at the joint 
convention of the International As- 
sociation of Casualty and Surety 
Underwriters and the National As- 
sociation of Casualty and Surety 
Agents were deprived last week at 
White Sulphur Springs of hearing 
an address by Julius H. Barnes, 
former president and former chair- 
man of the board of directors of 
the Chamber of Commerce of the 
United States. 
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MARIN E—TRANSPORTATION—ALLIED LINES 





Advertising Men in 
Langny Session 


called upon to describe a mail 


'mented with. Mr. Freeman 
| said that it was definitely 
| successful and worth while. 

Harold E. Taylor of the 
American Insurance Com- 


Crowded fremen Packs | 
Second Day of Annual | 
Convention in N. Y. 


ii when he pictured the adver- 
[ By a Staff Writer] tising manager’s job in a new 
New York, Oct. 4—“And | light due to the exigencies of 
so on far into the night” the | the times. Mr. Taylor flatly | 
insurance advertising men | said that direct, traceable 
pursued their quest for facts | sales constitute the only proof 
and fancies about their busi- | that advertising is worth its 
ness at the second day’s ses- | salt and that his department 
sion of the conference held | is demanding results. 
Tuesday at the Hotel Penn- | 
sylvania in New York. It was 
well past the dinner hour of 
normal men before the fire 
and casualty group, which 
has broken all attendance rec- 
ords this year, concluded its 
crowded and intensely inter- 
esting calendar of addresses, | 
discussions and exhibits. 
This meeting of the insur- 
ance advertising conference, 
both in its life division, re- 
ported elsewhere in this is- 
sue, and in its fire and casual- 
ty sessions, has certainly 
maintained its reputation as 
the hardest working conven- | direction of a printing press.” 
tion in the insurance business. A concise and well consid- 
The morning session of the | ered paper was next offered 
fire and casualty group on the subject of visual sell- 
opened up with a plain-speak- | ing by Warren S. Chapin of 
ing paper by A. W. 
ing of the Hartford Accident | Company. Rehearsing 
and Indemnity Company, on | psychological aspects of his 
the necessity for producing | subject, Mr. Chapin reminded 
business without producing | his hearers that the eyes are 
losses. Mr. Spaulding wanted | more inquisitive than the ears 
to know why insurance ad- | and that one of the best ways 
vertising shouldn’t ask for/|to sell was to capitalize on 
good risks. “Why suggest we|the eternal child’s attitude 
write any risk but a meri- | of “let me see it.” 
torious one?” Mr. Spaulding The morning session wound 
asked. The speaker said he | up with Ray Dreher, of the 
could see no objection to put- Boston and Old Colony Com- 
ting the underwriting restric- | panies, describing the meth- 
tions which all sound com-/|ods by which he found out 
panies observe into cold black | “why customers say goodbye,” 
type in the company’s printed | which appears on page six of 
matter. Working on the prin- | this issue. Mr. Dreher has 
ciple that what is hard to get | been successfully using both 
is desirable to get, Mr. | agent and consumer research 





then called on Jarvis Mason, 
who counsels the London As- 
surance on advertising mat- 


|in consumer research which 
|readers of THE SPECTATOR 
are familiar with as Mr. Ma- 
son first expounded his ideas 
on this subject in the columns 
of this publication. He sum- 
med up his message to adver- 
tising managers with this ad- 
vice: “Get the facts about 
the people who buy and sell 
and use insurance before you 


Spaulding advised advertising | for a number of years. 
Thomas Hanly, director of 
the publicity department of 
the National Bureau of Casu- 
|alty and Surety Under- 
writers, led off the afternoon 
(Concluded on page 30) 


insurance in that light. “No | 
business is worth producing,” 
he said, “that produces 
losses.” 

Charles E. Freeman of the 
Springfield Fire & Marine | 
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ters, to explain his activities | 


| hand in affording insurance 
/on imports and exports so | 


| even consider striding in the | 
| of the 


Spauld- | the Aetna Casualty & Surety | 
the | 


| Insurance Company, was then ; 


campaign for agents which | 
his company recently experi- | 


| pany, stirred up some smoke | 


N. Y. Department Ruling 


on Marine Coverage 





Powers of Marine and Fire and Casualty Com- 
| panies Defined by Commissioner Van Schaick 





EORGE S. VAN SCHAICK, superintendent of 
insurance of New York, on Monday issued 


| his long awaited ruling on the powers of marine 


Chairman Chauncey Miller | | marine business overlapping® : 
| into other fields. 
| mittees were organized at the 


| struments. 


insurance companies to write certain classes of 
coverage. Committees of fire, marine and casualty 
a executives have been devoting their atten- 
tion for more than a year to the subject of the 








Physiclens’ and wangnene’ 
instrument floaters are per- 
request of the superintendent | mitted, but such policies must 
of insurance in his address | exclude equipment and furni- 
to insurance company execu-| ture and fixtures not com- 
tives on May 7, 1931, in| monly carried with the as- 
which he outlined the policy | sured. 
of his administration. The Pattern floaters may be is- 
ruling sets forth a practical | sued, provided they exclude 
interpretation of Section 150 | coverage on the assured’s 
of the Insurance Law. premises. 

The ruling permits the Theatrical floaters are per- 
marine companies a free| mitted to cover only the 
equipment of traveling 
troupes. 

Salesmen’s samples float- 
ers are permitted, provided 
they exclude coverage on the 
assured’s premises. 


These com- 


long as the subject matter | 

insurance maintains 

its character as such. 
In regard to domestic 

ments, the marine companies| Wedding present floaters 

are permitted to insure mer- | may be issued, but may not 

chandise for not more than | extend beyond 90 days after 

| 





ship- | 


30 days after arrival at the | the date of the wedding. 
consignee’s premises in the Jewelers block policies may 
case of goods on consign-| not include furniture, fix- 
ment, and for a like period at | tures, tools and machinery of 
premises not under the con-| the assured. 
trol of the assured where Policies on installation 
merchandise is shipped not| risks covering loss to the 
on consignment. | seller on account of physical 
In regard to personal prop- | damage to the property are 
erty floater risks, the marine | permitted but limited to the 
companies are prohibited | period of installation and 
from extending tourist| testing. 
floater policies to include haz- Equipment floaters cover- 
ards in the permanent resi-| ing such articles of equip- 
dence of the assured. ment as contractors’ ma- 
Fine arts floaters are per-| chinery are permitted if they 
mitted to be written by ma-| exclude coverage on the as- 
rine companies, but the rul- sured’s premises, except 
ing describes the character | where purely incidental to the 
of articles which may be con- | regular and frequent use of 
sidered as fine arts. | equipment at other points. 
Musical instrument float-| Property undergoing proc- 
ers are permitted to marine | essing in bleacheries, etc., 
companies, but the policies| may be insured during such 
must exclude household in- | Period, provided it does not 
(Concluded on page 30) 
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- LOYALTY GROUP 





NEAL BASSETT, President 





seems R COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vice Pres. 
W E. WOLLAEGCER, Vice Pres. HERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice Pres. 
WALTER J. SCHMIDT, 2d V.-Pres T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 
CAPITAL 
$ 9,397,690 00 Organized 1855 





NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President 























— R COONEY, Vice-Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vie Pres. 
E. WOLLAEGER, Vice Pres. HFRMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2dV.-Pres. 
THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1853 
NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vice Pres. 
W E. WOLLAEGER, Vice Pres HERMAN AMBOS, Vice-Pres. E.G. POTTER, 2d V.-Pres. W W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT. 2d V.-Pres, T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 
$ 600,000.00 Organized 1854 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. we R. M. SMITH, Vice-Pree. 
W. E. WOLLAECER, Vice-Pres. HERMAN AMBOS, Vice Pres E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres, 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS. 2d V.-Pres. 
NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
$ 1,000,000.00 Organized 1866 
NEAL BASSETT, President 
ss R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres. HERRFERT A. CLARK, Vice-Pres. win R. M. SMITH, Vice-Pres, 
E WOLLAECER, Vice-Pres. HERMAN AMBOS, tty E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
SUPERIOR FIRE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1871 
NEAL BASSETT, Chairman of Board 
W E. WOLLAEGER, President tOHN R. COONEY, Vice Pres. *RCHIBALD KEMP, Vice Pres. ggg od A. CLARK, Vice Pres. 
H.R. M. SMITH, Vice Pres. HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres. . POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS. 2d V.-Pres. 
THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 Organized 1870 
CHARLFS L. JACKMAN, President NEAL BASSETT, Vice President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. am R. M. SMITH, Vice Pres. 
W. E. WOLLAEGER, Vice-Pre-, HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres, W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE CAPITAL FIRE INSURANCE COMPANY 
$ 300,000.00 Organized 1886 
CHARLES L. JACKMAN, President NEAL SASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 Organized 1905 
NEAL BASSETT, President 
een” R. COONEY, Vice-Pres. ——S KEMP, Vice-Pres. HFRBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vice Pres. 
. E. WOLLAEGER, Vice-Pres. ERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d ee, T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 Organized 1852 





NEAL BASSETT, Chairman of Board 


J. SCOFIELD ROWE, Vice Chairman 
H. S. LANDERS, President J. C. HEYER, Vice President WINANT VAN WINKLE, Vice President JOHN R. COONEY, Vice President 
E. G. POTTER. 2d Vice Pres. E. R. HUNT, 3rd Vice Pres’t S K. McCLURE, 3d Vice Pres. T. A. SMITH, Jr., 3rd Vice Pres. F.J. ROAN, 3rd Vice Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY 





$ 1,000,000.00 OF NEW YORK Organized 1874 
NEAL BASSETT. Chairman of Board 
H. S. LANDERS, President WINANT VAN WINKLE, Vice ey J. C. HEVER, Vice President JOHN R. COONEY, Vice-President 


E.G. POTTER, 2d Vice Pres. T. A. SMITH, 3rd Vice Pres. FRANK J.ROAN, 3rd Vice Pres. E.R. HUNT, 3rd VicePres. S.K McCLURE,3rdVice Pres. 


COMMERCIAL CASUALTY INSURANCE COMPANY 








$ 1 000,000 00 Organized 1909 
9 . 
PACIFIC DEPARTMENT 
WESTERN DEPARTMENT - 220 Bush Street, 
844 Rush Street, Chicago, Illinois San Francisco, California 
HERBERT A CLARK, Vice President EASTERN DEPARTMENT W. W. & E. G. POTTER, 2nd Vice Presidents 
H. R. M. SMITH, Vice President FRED W. SULLIVAN, Secretary 
er ae potingeenaingee SOUTH-WESTERN DEPARTMENT 
461-467 Bay St., Toronto, Canada es BEN LEE BOYNTON. Res, Vice President 
MASSIE & RENWICK, Ltd., Managers A. C. MEEKER, Secretary 
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Changes in 
Chicago Agency 


Prominent Firms Make New 
Alignments 
Cuicaco, Oct. 4— Two 
changes of importance in the 
line-up of the Associated 
Agencies of Chicago were an- 
nounced here recently. The 
organization previously was 
composed of the well-known 
agency firms of Klee, Rogers, 
Loeb and Wolff and Norden- 
Stieglitz and Company. 


As a result of the changes, | 


Norden - Stieglitz and Com- 
pany has reassociated itself 
with Fred. S. James and Com- 
pany, and has ceased to be a 
class one member of the Chi- 
cago Board of Underwriters. 
Henceforth it will operate as 
a general brokerage firm de- 
voting its entire time to the 
production of business. 
Succeeding Norden - Stieg- 
litz and Company in the As- 
sociated Agencies is the old 
time firm of Herrick, Auer- 
bach and Vastine, the two 
firms being located in the 


ers, Loeb and Wolff. 


| Winnipeg Insurance Institute 
Recent officers elected at 
| the annual meeting of the In- 
surance Institute of Winni- 





peg are as follows: E. P. 
| Withrow, Dominion of Can- 
| ada General Insurance Com- 
| pany, honorary president; 
| W. B. Lowry, Insurance Com- 
pany of North America, pres- 
ident; N. J. Black, Commer- 
cial Union, vice-president; 
G. E. Budden, W. C. I. U. A., 
| secretary, and C. R. Francis, 
Canadian Fire Insurance 
Company, treasurer. 








to maintain their identity as 
producing organizations. 

The personnel of the three 
firms follows: In Norden- 


| Stieglitz and Company are 


Adolphe C. Norden and his 
nephew, Felix A. Norden, II. 
In Klee, Rogers, Loeb and 
Wolff, are B. F. Rogers, 
James I. Loeb, L. C. Brodrib, 
and Allan I. Wolff. In Her- 
rick, Auerbach and Vastine 
are Benjamin Auerbach and 
Sedgwick S. Vastine. 

The members of the three 
firms are all well known in 


: | Chicago insurance circles, 
present offices of Klee, Rog- | 


while Allan I. Wolff is chair- 


man of the executive commit- | 
In this connection it is re- | tee of the National Associa- 
ported that the two firms are | tion of Insurance Agents. 


Russell Taylor's Connection 

Russell B. Taylor, formerly 
president of the Reliance 
Casualty Insurance Company 
of Newark, and at one time 
also associated with the 
United States Casualty Com- 
pany and later the Zurich, 
has joined Walter A. Schae- 
fer & Company, Newark 
agency. He will act in a pro- 
ductive capacity. 

The Schafer office repre- 
sents several of the best- 
known carriers in the fire and 
casualty fields. Among the 
casualty companies in the of- 
fice are the Bankers Indem- 
nity, the Fidelity and Deposit 
and the General Accident. 





City Buildings Poorly 
Protected 
BATTLE CREEK, MICH., Oct. 
4—The city government is 
apparently bestirring itself to 
place its municipal fire insur- 
ance on a sound basis after 
long neglect. The city com- 
mission some time ago au- 
thorized a survey of city in- 
surance by an engineer for 
the Springfield F. & M., 
whose report reveals an as- 
tounding condition. 





| period of 1931. 
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Ontario Fire Losses 

OTTAWA, CANADA, Oct. 3— 
The number of fires in On- 
tario during August was 
1117, an increase of 75 over 
July. The insurance loss was 
$1,049,387, an increase of 
$2,080 over August, 1931. 

For eight months of 1932 
the number of fires in On- 
tario was 10,399, an increase 
of 412 over the corresponding 
The insur- 
ance loss for eight months of 
1932 was $8,208,673, an in- 
crease of $413,611 over eight 
months of 1931, while the loss 
not covered by insurance was 
$1,123,558, a decrease of 
$923,209. The largest fire in 
Ontario during August was 
the Fesserton Lumber Com- 
pany, at Temiskaming, when 


, the loss was $110,738. 


The investigating engineer | 


found that only $5,000 fire 
coverage was carried on the 








city hall building, which in- 
cludes the fire department 
headquarters, with an addi- 
tional $5,000 on _ contents. 
This situation was allowed to 
exist in the face of the fact 


'that there are still $90,000 


worth of city hall bonds un- 
retired. 

The city is promised a re- 
inspection of some of its 
properties in an effort to 


_ bring about savings. 




















Why Some Policyholders Leave 
Without Saying "Goodbye" 
(Concluded from page 6) 
didn’t you prepare an analysis of my 


9” 


insurance needs? 


There were other reasons for 
changing agents. Many customers 
were “lost” by imprudent collection 


methods, smart collection letters, lax 
collections, a telephone voice with a 
“rasp” instead of a “smile,” or a letter 
that should never have been written. 
The bugaboo of “I have a relative in 
the insurance business” or “I can buy 
cheaper from a friend” is overcome by 
dependable insurance sold by an agent 
who is dependable, who understands 
his business and the requirements of 
his customers, and who is backed up 
by the production departments of the 
companies he represents. 

Our advertising and sales promotion 
effort is based on this general policy. 
We are urging our agents periodically 
to study their customers’ records—and 
helping them correct any evils which 
such a study discloses. We are urging 
our agents to strive for a sound cus- 
tomer growth—and furnishing them 
with the keen sales tools which will 
make such growth possible. The re- 
sults achieved from this basic plan 
have more than justified the time and 
money spent. 
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STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CONGRESS 


OF AUGUST 24, 1912, 
Of THE SPECTATOR, published weekly at 
Philadelphia, Pa., for October 1, 1932. 
State of Pennsylvania \_. 
County of Philadelphia §”°™ 
Before me, a Notary Public in and for 


the State and county aforesaid, personally 
appeared Thomas J. V. Cullen, who, having 
been duly sworn according to law, deposes 
and says that he is the Editor of THE SPEc- 
TATOR, and that the following is to the best 
of his knowledge and belief, a true state- 
ment of the ownership, management (and 
if a daily paper, the circulation), etc., of 
the aforesaid publication for the date shown 
in the above caption, required by the Act of 


Aug. 24, 1912, embodied in Section 411, 
Postal Laws and Regulations, printed on 


the reverse of this form, to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and 
business managers are: Publisher, The 
Spectator Company, 56th & Chestnut Sts., 
Philadelphia; Editor, Thomas J. V. Cullen, 
243 West 39th St., New York; Managing 
Editor, None; Business Managers, None. 

2. That the owner (If owned by a 
corporation, its name and address must be 
stated and also immediately thereunder the 
names and addresses of stockholders owning 


is: 


or holding one per cent or more of total 
amount of stock. If not owned by a cor- 
poration, the names and addresses of the 


individual owners must be given. If owned 
by a firm, company, or other unincorporated 


concern, its name and address, as well as 
those of each individual member, must be 
given.) 


American.Business Publications, Inc., 239 
West 39th St., New York (Stockholders of 
American Business Publications, Inc., own- 
ing in excess of one per cent) ; United Pub- 
lishers Corporation, 239 West 39th St., New 
York (Stockholders of the United Publish- 


cent) ; United Business Publishers, Inc., 
West 39th St., New York, N. Y. (Stockhold- 
ers of United Business Publishers, Inc., own- 
ing in excess of one per cent); C. S. Baur, 
Flushing, L. I., N. Y¥.; George H. Buzby, 
Philadelphia, Pa.; Anna B. Frank, Pleas- 
antville, N. Y Fritz J. Frank, Pleasant- 
Lee, Higginson & Co. (Partner- 
York, N. Y.; C. A. Musselman, 


ville, N. Y.; 
ship), New 


Philadelphia, Pa.; A. C. Pearson, Montclair, 
N. J.; Lelia C. Pearson, Montclair, N. J.; 
Frederic C. Stevens, 325 West End Ave., 
New York; (A) Frederic C. Stevens Co., 23 
Prospect Terrace, Montclair, N. J. 

NoTe: (A) Stockholders of Frederic C. 
Stevens Co.; Velma 8S. Stevens, West 
End Ave., New York; F. C. Stevens, Jr., 
325 West End Ave., New York; Velma I. 
Stevens, 325 West End Ave., New York; 

Cc. Stevens, 325 West End Ave., 


325 


Frederic 
New York; Ruth S. Kane, Montclair, N. J. 

3. That the known bondholders, mortga- 
gees, and other security holders owning or 
holding one per cent or more of total 
amount of bonds, mortgages, or other securi- 
ties are: (If there are none, so state.) 
American Business Publications, Inc., has 
no bonds nor mortgages outstanding. ° 

4. That the two paragraphs next above, 
giving the names of the owners, stock- 
holders, and security holders, if any, con- 
tain not only the list of stockholders and 
security holders as they appear upon the 
Looks of the company but also, in cases 
where the stockholders or security holder 
appears upon the books of the company as 
trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom such trustee is acting, is given; also 
that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge 
and belief as to the circumstances and 
conditions under which stockholders and 
security holders who do not appear upon 
the books of the company as trustees, hold 
stock and securities in a capacity other than 
that of a bona fide owner; and this affiant 
has no reason to believe that any other per- 
son, association, or corporation has any 
interest direct or indirect in the said stock, 
bonds, or other securities than as so stated 
by him. 
5. That the average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the six months 
preceding the date shown above is. (This 
information is required from daily publica- 
tions only. ) THOMAS J. V. CULLEN. 


(Signature of Editor of THE SPECTATOR. ) 
Sworn to and subscribed before me this 


22nd day of September, 1932. 
[SEAL] JOHN A. CLEMENTS. 


Notary Public, Philadelphia County, Phil- 
adelphia, Pa. Commission expires March 9, 
1935. 
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Advertising Men in 
Lengthy Session 
(Concluded from page 27) 


sessions with a discussion of 
how rate increases can best 
be sold to the public. Mr. 
Hanly is a veteran news- 
paperman who knows how 
the pulse of the public beats 
and his suggestions were no- 
tably specific and to the point. 
He said you can’t put any rate 
increase into effect without 
some grumbling and named 
the four sources from which 
protests are customarily reg- 
istered, namely the agents, 
the assured, the insurance of- 
ficials and the newspapers. 

A valuable symposium on 
the advisability of featuring 
high verdicts in insurance ad- 
vertising was the next fea- 
ture to be staged and was in- 
troduced by a paper by R. L. 
Neptune, production manager 
of the American Surety Com- 
pany. Mr. Neptune expressed 
grave doubt as to whether in- 
surance companies were do- 
ing an intelligent thing in 
reproducing newspaper clip- 
pings of high verdicts as a 
sales argument. 

Major William P. Cava- 
naugh, manager of the claim 
department of the National 
Bureau of Casualty and Sure- 
ty Underwriters, also dis- 
cussed the general topic of 
excessive verdicts. Major 
Cavanaugh described the 
amazing methods of various 
groups of fake claimants 
which his department has un- 
covered. He said that the 
American people seem _ in- 
clined to get money from a 
casualty insurance company 





which they would not expect | 


or accept from any other 
source. 

Some hot tips for advertis- 
ing managers who have to 
economize were offered by C. 
E. Rickerd of the Standard 
Accident Insurance Company 
of Detroit. His talk dealt with 
ways and means of offsetting 
the increase in postage rates. 
He suggested the creation of 
new uses for one cent postal 
ecards, more careful testing 
of lists and results and many 
clever ways of making mail- 
ing pieces carry a full load. 

Frank S. Ennis of the 
America Fore group who has 
had such brilliant success in 
the use of dramatic photogra- 
phy in his advertising brought 
his projection machine along 
and flashed the vivid America 
Fore series of ads on the 
screen. It was a most absorb- 
ing display and was enhanced 
no little by Mr. Ennis’ suave 


Fire Insurance 





W. W. Ellis Joins 


Brokers Association | 


Appointed Assistant to 
President W. S. 
Schiff 


William Schiff, president 
of the Insurance Brokers’ 
Association of New York, 
Inc., announces that the 
board of directors have ap- 





pointed W. W. Ellis as as-| 


sistant to the president. 
Mr. Ellis, formerly with 





the National Board of Fire | 


Underwriters in charge of ! 
public relation work, will 
make contacts, prepare pub- | 
licity, 
public relations activity, and 
act as liason between com- 
panies and broker members. 








and entertaining comments on 
the various illustrations. “The 
force of a photograph,” Mr. 
Ennis explained, “is largely 


organize a_ general | 


due to the implication that it | 


is true.” 

The day’s session, which by 
this time was turning into a 
night session, closed on an 
ultra-modern note. A demon- 
stration of radio advertising 
was offered by the R.C.A.- 
Victor Company with the co- 
operation of the Aetna Casu- 
alty and Surety Company and 
a demonstration of sound mo- 
tion pictures as a sales aid 





N. A. 1. A. Committees 


Are Announced 


The executive committees | George F. Kern, New York; 


of the three conference com- 
mittees of the National As- 


C. F. Liscomb, Duluth, 
Minn.; H. E. McKelvey, 


sociation of Insurance Agents Pittsburgh; C. C. Mitchener, 


for 1932-1933 have been an- 
nounced as follows: 
Executive committee: 
Allan I. 
(elected 


| 


Marianna, Ark.; Harvey B. 
Nelson, Jersey ‘City; Wade 
K. Patton, Hutchinson, Kan.; 


Wolff of Chicago | G. Mabry Seay, Dallas, Tex., 
chairman of the | and Joseph W. Stickney, In- 


executive committee at the | dianapolis. 


convention in Philadelphia) ; | 
Charles L. Gandy, of Bir- | 


mingham, president of the 
association and member ex- 
officio; Kenneth H. Bair, 
Greensburg, Pa.; William B. 
Calhoun, Milwaukee; 
H. Goodwin, San Diego, 
Calif.; Frederick Hickman, 
Atlantic City; T. S. Ridge, 





| 


Percy | 


Casualty conference com- 
mittee: George W. Carter, 
Detroit, chairman; Eugene 
Battles, Los Angeles; Edwin 
J. Cole, Fall River, Mass.; 
Albert Dodge, Buffalo; Wal- 
ter C. North, Bridgeport, 


| Conn.; Carl B. White, Seat- 


tle, 


Jr., Kansas City, Mo.; Matt | 
| G. Smith, Baton Rouge, La., 


and Sidney O. Smith, Gaines- 
ville, Ga. 

Fire conference committee: 
Percy H. Goodwin, 
Diego, Calif., chairman; Wil- 
liam B. Calhoun, Milwaukee; 


Wash., 
Goodwin. 
Surety conference commit- 


and Percy H. 


| tee: Thomas C. Moffatt, New- 


| Hassinger, 


San | 


chairman; James E. 
New Orleans; 
Archibald J. Smith, New 
York; R. W. Troxell, Spring- 


ark, 








C. |. Magill Manager 


for Home on Coast 
President Wilfred Kurth of 
the Home Insurance Com- 
pany has announced the ap- 
pointment of Charles I. Ma- 


was also put on by the Victor | | gill as manager of the San 


organization. 


Francisco office of the Home 


After dinner many of the | Fleet, succeeding Ray Deck- 
fire and casualty group went | | er, who has resigned to be- 
to the N. B. C. studios as | come Pacific Coast manager | 


guests of the Texaco Com- 
pany. 


Normand, associate. 








A Fire Chief or 
Higher Rates 
BALTIMORE, Oct. 

5—A drive by fire 

insurance compa- 

nies to force Hag- 
erstown to engage 

a paid fire chief 

who would reor- | 

ganize the city’s | 
fire department is 
under considera- 
tion. Unless some | 
action is taken, it 
was stated, an in- | 
crease in the in- 
surance rates is | 
probable. The Na- 
tional Fire Under- 
writers in their | 


in 


it is 
the 


Hilton Hotels 


of the Royal Group. Paul A. | 


| Oakland office, 


field, Ill., and Perey H. Good- 
win. 
Mr. Magill was born at 


Alameda, California, and en- 
tered the employ of the 
Home in 1906 as clerk in the 
where he 
served under his father, R. H. 
Magill. 





N. Y. Dept. Ruling 
(Concluded from page 27) 


cover property of the proc- 
essor. 
Instalment 


sales policies 


| are allowed, but only to cover 


| cies 


| their master 


| which the 


the interest of the seller. 
Bailees’ customers’ poli- 
covering property of 
customers in the custody of 
laundrymen, dyers and clean- 
ers are permitted, but may 
not include property of the 
laundryman, dyer or cleaner. 
Furriers and fur storers 
may issue insurance certifi- 
cates to customers under 
contract but 
only for the period during 
garments are in 


| their custody. 


Silverware floaters are per- 
mitted but must exclude the 


| permanent residence of the 


last report recom- 
mended that the 
city, which has a 
population of 35,- 
000, engage a 
paid fire chief, 


who would give | 


full time to the 
duties. 


Operating on the Minimax 
plan in the following eities: 
Dallas — Lubbock — Waco 
— San Angelo — Marlin — 
Plainview — El Paso — 
Abilene. 


Rates $2, $2.50, $3. 
Never higher 





assured. 
Personal fur floaters, per- 


| sonal jewelry floaters, radium 





floaters, film floaters, exhibi- 
tion policies and horse and 
wagon policies may continue 
to be issued by marine com- 
panies with practically no he- 
striction. 
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vestment—an investment that is worth 
more and more all the time but which 
we know will never be worth less than 
we paid for it. 

What then, he asked, have the cas- 
ualty companies and casualty insurance 
agents to tell the public? Among other 
things, he said, the public should be 
told that today more than ever before 
every automobile owner needs autemo- 
bile insurance, particularly automobile 
liability insurance. He pictured the 
predicament of the motorist today who 
is called upon without warning to pay 
a great judgment of $25,000 or $50,000 
as a result of an automobile accident 
in which someone is killed or injured. 
He said that although it was an old 
story to insurance people, the public 
could not be expected to realize it unless 
they were told and warned over and 
over again in an effective way. 

The public should be told these 
things, Mr. Withe said, in advance of 
the agents’ call through the medium of 
the printed word, in newspapers and in 
magazines. He advocated the principle 
of fertilizing the ground for local rep- 
resentatives by telling the sales story 
to the logical prospects for the various 
forms of fire and casualty insurance by 
whatever methods are felt best suited 
for the purpose. Such methods, he 
said, might be the general magazines 
or the radio or business publications, 
various publications reaching particu- 
lar industries, or, again, in local news- 
papers under the sponsorship of the 
local agents themselves. 

Speaking of the insurance trade 
press, Mr. Withe pointed out its value 


Ad-Men Elect Stanley 





(Concluded from page 7) 


in enabling the companies to tell their 
agents about the efforts of the compa- 
nies to tell the public about the thing 
which both are trying to sell to the 
public. He said that there is no point 
in insurance companies paving the way 
for their representatives if those repre- 
sentatives fail to follow up the opportu- 
nities which have been made for them. 
The insurance press, he said, has been 
of inestimable value in awakening 
agents to these opportunities and in 
acquainting them with the educational 
value of the broad gage advertising 
which several of the companies have 
been carrying on in national magazines. 
In concluding his talk, Mr. Withe of- 
fered some personal testimony from 
W. G. Wilson, who conducts a large 
Aetna agency at Cleveland. 

Another speaker at the Monday 
morning general session was Charles C. 
Fleming of the Life Insurance Com- 
pany of Virginia, who spoke on typog- 
raphy. With Mr. Fleming typography 
is more than a phase of his profession 
—it is a hobby—and his superior tech- 
nical knowledge of the subject made his 
talk of unusual interest to the members, 
all of whom meet the problems in this 
field in one way or another. Among 
the points made by Mr. Fleming in his 
brief essay was the inadvisability of 
using glossy coated stock in house mag- 
azines. 

Mr. Fleming criticized the use of too 
many type faces in a magazine and ad- 
vocated the exclusive use of black ink 
and suggested also the avoidance of 
small sizes. Mr. Fleming advised his 
hearers that many suitable styles of 


F. Withe President 





type were available which eliminated 
the necessity of hand lettering. Be- 
cause a job is commercial, Mr. Fleming 
said, is no reason why it should be 
handled carelessly. “It seems a shame 
to employ skilled cooks to prepare a 
meal,” he said, “and then serve it in a 
dirty tin pan.” 

The outsider’s point of view was 
offered by William L. Day of the J. 
Walter Thompson Company. Two im- 
portant points were brought out by Mr. 
Day in the course of his speech which 
might be considered as_ particularly 
helpful to insurance advertising man- 
agers. The first was his contention 
that the emotional appeal takes prec- 
edence over economic thory in advertis- 
ing. 

The other significant point in Mr. 
Day’s speech concerned the attitude of 
the local agents or retailers of a prod- 
uct or service that is nationally adver- 
tised. He said that no industry ever 
advertised nationally without its local 
salesmen asking for auxiliary advertis- 
ing that they could use in the promo- 
tion of their personal business. 

An informative address of the Audit 
Bureau of Circulations was delivered 
by Philip L. Thomson, president of 
that organization, at the close of the 
general session. Mr. Thomson, who is 
personal relations officer of the Western 
Electric Company, outlined the origin, 
aims and purposes of the A.B.C. and 
recommended its offices for publications 
in both the general and business paper 
fields. Mr. Thomson said that both ad- 
vertisers and publishers derive inesti- 
mable benefit from the A.B.C. service. 











Underwriting and 


Hundred Leading 


the San Francisco conflagration of 1906, 
stands as an eternal reminder of what 
might occur at any time. It is evident 
that the fire insurance business should 
be so conducted that the companies can 
obtain from their primary function, the 
underwriting of risks, a sufficient in- 
come and profit to enable them to be 
free of the dangers inherent in two 
fields over which the companies have no 
control, to wit, fire losses and the in- 
vestment market. 

It must not be assumed from the 
foregoing that the fire insurance busi- 
ness is now being transacted on such 
a scale as provides for an equitable 
underwriting profit for all concerned. 
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Investment Profit and Losses of One 
Fire Insurance Companies in a Decade 


(Concluded from page 12) 


On the contrary, of the individual com- 
panies listed in the table but twelve 
were able to obtain an underwriting 
profit of 5 per cent or more (the mark 
previously mentioned as an equitable 
standard) and 30 of the companies 
were unable to obtain any underwrit- 
ing profit whatsoever. It may be said, 
therefore, that although the tendency 
shown is a desirable one, there still 
remains much readjustment to be 
effected before the fire insurance busi- 
ness is on a basis which discounts pos- 
sible future losses and assures a fair 
and adequate return to investors from 
year to year. 

There remain to note two factors 
in fire underwriting which are given 


no consideration in the computation of 
the table. One of these factors is the 
amount included in the unearned pre- 
mium fund which represents the ex- 
pense of placing the business on the 
books, in which case the reserve is cal- 
culated upon the gross premiums and 
not upon the net writings after deduct- 
ing acquisition costs. The other factor 
is the interest earned on the invested 
portion of the unearned premium re- 
serve which, some underwriters con- 
tend, should receive consideration as 
constituting a portion of underwriting 
earnings for the reason that except 
for the underwriting transaction such 
interest would not have been received. 


Fire Insurance 




















A Financial Statement of 


Interest To Casualty Executives 





Financial Statement as of June 30, 1932 | 





ASSETS | LIABILITIES 
i RIN ici raha si ccnd Ahan mule nie eas $6 246,404.62 | Workmen's Compensation and Liability 
| (U. S. Treasury Department Values) ee ear $1,820,971.62 
Reserve for Losses and Claims Other 
| Mortgage Loans on Real Estate........ 259,300.00 Then Werkmen’s Compencetion end 
l) ME teh cbusinktedadnk wats Rebdeackn ees 91,089.21 Ne Salas cece dai nan <O< wicdadiks 283,750.33 
‘ , - Unearned Premium Reserve .......... 556,400.41 
| Premiums Not Over 90 Days Due....... 43,547.05 Reserve for Taxes, Reinsurance, etc. .. 47,000.00 
| Reinsurance Recoverable .............. 17,239.12 Commissions Payable ................. 11,922.49 
- I IND ois okie ia vein dvcwsien 500,000.00 
242 I 
| Accrued Interest ................+..++. G28 WE WIE... snvss<accaccneaorans 1,000°000.00 | 
| ER eis kee bap aaa skemnnnee snes 2,502,778.13 | 
$6,722,822.98 $6,722,822.98 | 





As one of the oldest American Casualty Reinsurance Companies, 
we feel that our conservative management has been amply justi- 
fied by the results attained during the most trying period with which 
insurance companies have been faced. 


Strong financial condition and the ability to fulfill future 
obligations are inherent in a treaty with The “American 
Reinsurance Co.” Terms and rates as liberal as sound 
underwriting permits. 


May Our Representative Discuss Your Reinsurance 


Problems With You? 


0A MERICAN 


Re-Insurance Company 


ROBERT C. REAM, President 
67 Wall Street New York 
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N article appeared in this morning’s 
A paper, which, although it is Phila- 
delphia news, cannot be classed as 
purely local because it has to do with 
Leopold Stokowski, conductor of the 
Philadelphia Symphony Orchestra. 
What he has to say on music is gen- 
erally of universal importance. Mr. 
Stokowski, in our opinion as a reporter, 
is a grand person to interview. Per- 
haps the reason is that we usually can 
agree with what he has to say and can 
be depended on for saying. Thus it was 
that we read with much pleasure the 
account of his plans for the coming 
musical season. 


* a * 
R. STOKOWSKI’S musical convic- 
tions, it would seem, are in 


slight variance with those of the Phila- 
delphia Orchestra Association. During 
the summer the association had an- 
nounced that programs for the next 
season would be devoted almost entirely 
to the acknowledged masterpieces of 
orchestral music. Directors of the asso- 
ciation feel, the announcement stated, 
that in times like the present the audi- 
ences prefer music which they know 
and love, and that performances of 
debatable music should be postponed 
until a more suitable time. Mr. Stokow- 
ski announces that he has included both 
new and old music in his programs for 
the season, and his sane opinions on 
modernity are a cheerful forecast for 
the future of good music. “If the 
classicists will remember,” he gently 
admonishes, “that new genius will sure- 
ly arise in the future, just as it did in 
the past, and if the modernists will 
remember that Bach, Mozart, Beet- 
hoven, Schubert, Brahms, Wagner were 
all modernists in their day, we can all 
combine in a spirit of tolerance and 
openmindedness.” 


* * * 


R. STOKOWSKI’S statement is 

characterized throughout by this 
same tolerance which he advocates. 
He feels that people have the right to 
hear the kind of music they wish to 
hear and so makes a very liberal con- 
cession. He will put all of the new 
music at the end of the program and 
will have a two-minute intermission be- 
fore the new music begins to give those 
who do not wish to hear it a chance 
to walk out. It is almost inconceivable 
that any person could be so prejudiced 
as to take advantage of this gracious 
offer, but it will be interesting to watch 
the result of the experiment. 
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| local agents. 


PEOPLE 
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AND 


4; PROBLEMS 


IN CASUALTY INSURANCE 


The personnel of the 
1932-33 executive and conference 
committees of the National Asso- 
ciation of Insurance Agents shows 
two new names on the executive 
committee, those of Kenneth H. 
Bair, Greensburg, just retired as 
president of the Pennsylvania As- 
sociation, and Sidney O. Smith, 


| “ee . . e 
Gainesville, past president of the 


Georgia Association and national 
councillor for his state. George W. 
Carter, Detroit, and G. Mabry 
Seay, Dallas, retired from the com- 
mittee. Mr. Bair has made quite a 
reputation for himself as a result of 
his energetic work in Pennsylvania. 
He is a relentless foe of the branch 
office system when it encroaches on 
Mr. Smith is the first 


| Georgian to grace the executive 


committee since the incumbency of 
W. Eugene Harrington, a past pres- 
ident of the Association and one of 


| the keenest minds the agents’ cause 


roles. 


ever enlisted. 


p ercy H. Goodwin 


still appears as an advocate of the 
National *Association in many 
He remains on the executive 
committee, continues as chairman 
of the committee, 
and while relinquishing the chair- 
manship, remains as a member of 
the casualty and surety confer- 
ence committee. Association lead- 
ers felt that the chairmanship of 
three committees was too heavy a 
burden to place on even such will- 
ing shoulders as Perey Goodwin's 
and have entrusted the casualty 
chairmanship to the good care of 
George W. Carter of Detroit. Mr. 
Carter is one of the big men in the 
Association and was often spoken 
of as a probability for the executive 


fire conference 


committee chairmanship during the 
past year. 
x * x 


Ovhther important 


appointments to National Associa- 
tion posts are those of Past Presi- 
dent Moffat, one of the stalwarts of 
the organization, to the chairman- 
ship of the surety conference com- 
mittee, and E. J. Cole of Fall River, 
Mass., as chairman of the finance 
committee. Ed. Cole has held this 
post for the past two years. It is 
tantamount to membership on the 
executive committee as he attends 
all its meetings and takes part in 
its deliberations. 


* * K 
W. L. Mooney, 


vice-president of the Aetna Life In- 
surance Company, accident and 
liability department, and the Aetna 
Casualty and Surety Company, 
completed twenty-five years of 
service with these companies on 
October 1. As vice-president in 
charge of agenc¥ relations, Mr. 
Mooney is charged with the pro- 
duction of business in all casualty 
and surety lines, the appointment of 
agents, advertising and publicity. 
He has a wide acquaintance 
throughout the entire country with 
agents and company officials. At 
the suggestion of W. G. Wilson, 
manager of the Aetna Companies’ 
business in Ohio, agents dedicated 
the month of September “Mooney 
Anniversary Month” and devoted 
their efforts to an “old time month 
of new business” production. The 
results of this campaign were most 
gratifying, particularly in view of 
the fact that it was conducted en- 
tirely by the agents themselves 
without any assistance from the 
home office. 


Casualty, Surety, Etc. 
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ACCIDENT—BONDING — MISCELLANEOUS 


The Public and 
Auto Accidents 


G. D. Newton, of the 
Travelers, Addresses 
Safety Congress 





G. D. Newton, supervisor 
of the news bureau of the 
Travelers Insurance Com- 
pany, of Hartford, delivered 
an address recently on 


“What Does the Public Want | 


to Know About Automobile 
Accidents?” before a joint 
session of the twenty-first an- 
nual Safety Congress and the 
Eastern Conference of Motor 
Vehicle Administrators in 
Washington, D. C., in which 
he asserted that the safe use 
of streets and highways by 
motorists and_ pedestrians 
alike must be sold to the 
American public just as any 
product or service is sold. 
The public as a whole will 
not show any desire to use 
the streets and highways 
with more universal care un- 
til it has “a bowing acquain- 
tance with the facts,” he said, 
and to accomplish this, more 
intelligent salesmanship of 
the facts of automobile acci- 
dent prevention was urged by 
Mr. Newton, under whose 
direction The Travelers book- 
lets of “Worse Than War” 
and “Tremendous Trifles” 
were published and distrib- 
uted throughout the country. 
Comparing the street and 
highway accident 
with the sales problem of a 
business, he pointed out that 
ample supplies were on hand, 
that safety as a product had 
inherent value and that the 
market possibilities included 


problem | 











“Cooperation” at Ad 


Conference 
At the final session of 
the fire and casualty 


group of the Insurance 
Advertising Conference 
on Wednesday, a _ re- 
markable symposium 
was started on the sub- 
ject of cooperation. Tak- 
ing part in it were: Wal- 
ter H. Bennett, secre- 
tary-counsel of the Na- 
tional Association of In- 
surance Agents; James 
A. Beha, general man- 
ager and counsel of the 
National Bureau of Cas- 
ualty & Surety Under- 
writers; T. Alfred Flem- 
ing, National Board of 
Fire Underwriters; Per- 
cy Bugbee, assistant 
managing director of 
the National Fire Pro- 
tection Association; Paul 
L. Haid, president of the 
Insurance Executives 
Association; F. Robert- 
son Jones, general man- 
ager of the Association 
of Casualty & Surety 
Executives. 








with 


as a product was compared 
since both | 
are intangibles, with neither ; 
shape, size nor weight. 
such 


insurance, 


cases, the 


| thing, has to be sold. 


every person in the United | 


States. The weak link was 
said to involve distribution. 


Failure to make the sub- | 


ject of safety 
enough to win some of the 
public’s attention was cited 
as the cause of the general 
disinterestedness of people in 


attractive | 


the conservation of life and | 


limb and the continued seri- 
ousness of accidents. 


Street and highway safety 


Casualty, Surety, Etc. 








National Association of 
Casualty and Surety 
Agents’ Officers 


President: T. E. Bran- 
iff, Oklahoma City. 
Vice-President: 

Fetzer, Chicago. 

Secretary and Treas- 
urer: C. H. Burras, 
Chicago. 

Executive Committee: 
W. G. Wilson, Cleveland, 
chairman; B. W. Mce- 
Cluer, J. R. Millikan, G. 
D. Webb, J. T. Harrison, 


Wade 


H. H. Wadsworth, Glenn * 


Charlton, C. M. Bend, 
J. F. Hickey, J. H. 
Carney, A. E. Woodford. 
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Plain Speaking in Report 


of Executive Committee 





Chairman W. G. Wilson Treats a Number of 
Important Questions at Casualty and Surety 
Convention at White Sulphur Springs 





HE report of the executive committee of the 
National Association of Casualty and Surety 

| Agents presented last Thursday by its chairman, 
W. G. Wilson, of Cleveland, was one of the most 


important features of the 


convention. 


Mr. Wilson said that there were three outstanding 


activities which had presented® 


themselves since the conven- 
tion of a year ago—the auto- 
mobile business, workmen’s 
compensation and the surety 
situation. He stated that re- 
garding the automobile busi- 


| ness the bureau had agreed 


| 


to withdraw certain under- 
writing requirements which 
had been promulgated because 


| the field forces, represented 


by the local agents and brok- 
ers, as well as by the national 
association, convinced the 
companies of their imprac- 


ticability. 


In | 
product, 
| whether it be insurance or 
| safety or any other similar 





Concerning workmen’s com- 
pensation he reviewed the 
series of conferences that had 
been held and said, in part: 
“The crux of our understand- 
ing growing out of these con- 
ferences is that the companies 
should no longer ask or ex- 
pect the agents to stand the 
full force of any cuts such as 
were contemplated in the var- 
ious programs for ‘graded 
commissions’ but that if, as 
and when a diminished ex- 
pense factor would apply to 
any risk or portion of a risk, 


| the reduction in the top ex- 


pense factor would be con- 
tributed in the ratio of 60 
per cent for the field and 40 
per cent for the home office 
so that the field could con- 
tinue to enjoy, as would the | 
home offices, precisely the | 
same relative participating 
interest in the aggregate ex- 
pense loading. 
“Compensation insurance is | 
an economic necessity brought 
about by the generally com- | 


pulsory character of the vari- | 








ous compensation laws. Its 
operation over the past ten 
years has produced disas- 
trous underwriting results. 
It is of vital concern to 
the public and to every 
agent everywhere that there 
should exist a keen willing- 
ness on the part of the 
companies to write compensa- 
tion business freely, but it is 
obvious that if the business is 
a continued drain upon the 
resources of the companies, 
it must be transformed into 
an attractive enterprise which 
would thereby carry its own 
appeal as a moderately profit- 
able class of underwriting. 
“Further and most impor- 
tant subject to assure stabil- 
ity in the rate structure is 
our conviction that ‘pay-roll’ 
is so inconstant and change- 
able that it should forthwith 
be discarded as a basis for 
computing the premium costs 


|for compensation insurance. 


In its stead we strongly 
recommend the adoption and 
adaptation of the ‘work hour’ 
as our unit. 

“These suggestions were 
apparently welcomed by com- 
pany and bureau officials who 
complimented your committee 
upon their construction char- 
acter. We had every reason 


| to expect their adoption in 


whole or in part at an early 
date. Instead, however, and 


|to the surprise and disap- 


pointment of us all, the bu- 
reau issued a plan on August 
1, 1932, which was so dis- 
torted as to bear scant re- 
semblance to the projects dis- 
(Concluded on page 36) 
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Compensation Increase Not 


Yet Granted in New York | 





Van Schaick Refuses Approval Until Further Data. 
Are Available; Superintendent Quizzes Com- 
panies Sharply on Medical and Acquisition Costs 


UPT. GEORGE S. VAN SCHAICK of New York 
has refused to put his stamp of approval on the | 


proposed new scale of workmen’s compensation in- 
surance rates. The underwriters had hoped to see 


the new scale in effect in the State of New York on | 
October 1, 1932, but the State Insurance Depart- | 


ment is delaying its decision until further data, 


particularly as regards medi- © 


cal costs, are made available. 

For the procurance of this 
data, the New York Insur- 
ance Department has pre- 
pared a questionnaire which 
has been sent to all companies 
writing workmen’s compen- 
sation insurance in the state 
with the request that it be 
filled out and returned with- 
in 21 days. 

In a statement explaining 
its position the Insurance De- 
partment has reviewed the 
request to increase the pres- 
ent rate level by 9.2 per cent, 
the hearing held by the su- 
perintendent on Sept. 14, and 
the arguments presented 
there by the insurance car- 
riers and representatives of 
business interests and em- 
ployers’ associations. 

The statement says 
part: 

“An examination made by 


in 


the Insurance Department of | 


the data submitted in sup- 
port of the increased rates 
reveals that the indicated in- 
adequacy of the present rate 
level is the result of assum- 
ing that the upward trend of 
medical expense for the years 
1926 to 1930 inclusive would 
continue upward until the 
middle of 1933, and that the 
emergency factor allowed in 
the rates approved Sept. 1, 
1931, is still required in the 
new rates. The existence of 
a medical trend up to policy 
year 1930 is a fact, but there 
is a serious question, first as 
to whether the assumption 
that this trend will continue 
is a reasonable one, and sec- 
ond as to whether the in- 
creasing medical costs are 
the result of mishandling of 
this subject by the insurance 
companies. 

“While the new schedule of 
rates was calculated on the 
basis of a customary 40 per 
cent loading for expenses of 
investigation and adjustment 
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| of claims, acquisition and 
| field supervision, generai ad- 
ministration, inspection, rat- 
| ing and taxes, it was found 
that those companies operat- 


ing on a _ non-participating | 


basis and writing the pre- 
ponderance of business actu- 
ally incurred during the year 
1931 an expense ratio of 45% 
per cent. 


Questionnaire 

The questionnaire which 
the companies have been re- 
quested to answer is as fol- 
lows: 

1. Set forth specifically all 
the economies effected during 
the past year and the 
amounts saved on each as it 
applies to Workmen’s Com- 
pensation Insurance. 

2. What is the company’s 
present expense ratio for 
Workmen’s Compensation In- 
surance? If the answer to 
question 2 is a ratio in excess 
of the 40 per cent loading for 
| expense, please state the rea- 
;son? A. What has been and 

is being done to reduce 
promptly the expense ratio 
| to 40 per cent or less? 

3. Is your present cost of 
| acquisition and field supervi- 
|sion in excess of 17% per 
cent? 

4. Does your company in- 
clude as cost of medical ex- 
pense in its loss ratio any of 

the following classes of ex- 
pense? a. Medical exami- 
‘nations of a claimant on be- 
half of the carrier to deter- 
mine liability; b. Cost of 
securing death and birth cer- 
tificates; c. Cost of perform- 
ing autopsies; d. Cost of 
| impartial examination by In- 
dustrial Board; e. Cost of 
expert testimony of doctors 
in connection with hearings, 
trials, ete. 

If so, what amount for each 
of the last four years? 

5. What proportion of 
medical expense is due to al- 
lowances made to assureds 
for the maintenance of plant 
hospitals and depreciation of 
loaned medical equipment? 
A. Has there been any in- 
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proportion of this expense 
| during the past four years, 
| and if so please state the rea- 
| son? 

6. To what extent is the 
| selection of physicians for 
| treatment of injured employ- 
'ees delegated to your com- 
pany? 
| 7. Where physicians are 
| designated by the company, 
|on what basis is the choice 
|made? A. By whom is selec- 
tion of physicians made? Do 
such physicians make pay- 
|ments of any kind for their 
| selection? Has any fee-split- 
ting among physicians, medi- 
| cal clinics or hospitals come 
to your attention? B. Does 
|}your company maintain a 
| medical clinic or subscribe to 
| the treatments of a commer- 
| cial clinic? C. If you sub- 
| scribe to the treatments of a 

commercial clinic, by whom 
is selection of clinic made? 
Does such clinic make pay- 
ments of any kind for its 
| selection? D. Please compare 
| the average cost per work- 
; man treated in such clinics 
with the average ‘cost of 
| treatment by private physi- 
cians or hospitals. This com- 
| parison should be on the bas- 
| is of the cost of all treatments 
for each injury. 

8. Does your company’s ex- 
| perience indicate an upward 
, trend of medical costs in the 
treatment of Workmen’s 
Compensation cases? 

9. Who in your company is 
| in eharge of the settlement 
|or other disposition of com- 

pensation claims? What is 
| his salary and what is the 
extent of his authority? 

10. What fraudulent 
claims have come to your at- 
tention and what have you 
| done to prevent them? 
| Transferred to Memphis 
| BALTIMORE, Oct. 3— The 
United States Fidelity and 
|Guaranty announces the 





poner ony of Robert A. Fritz, 


special agent, from the Louis- 


| ville branch office to the 


crease in the amount and | Memphis, Tenn., office. 
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Agents Endorse 
Partnership Spirit 


Resolution on Cooperation 
With Companies is 
Adopted 


Reports of the executive, 
registration and other com- 
mittees and the election of of- 
ficers featured the final ses- 
sion last Thursday at the 
joint convention of the Na- 
tional Association of Casualty 
and Surety Agents and the 
International Association of 
Casualty and Surety Under- 
writers. 

The report of the executive 
committee presented at the 
agents’ session by W. G. Wil- 
son of Cleveland, chairman, a 
detailed account of which ap- 
pears elsewhere in THE SPEC- 
TATOR, was followed with 
much interest and after some 
discussion was adopted by the 
association. 

Membership of the Nation- 
al Association was reported 
by Charles H. Burras, secre- 
tary-treasurer, to be 495, of 
which 307 are in good stand- 
ing. Other committee reports 
were given at this time, fol- 
lowed by the election of offi- 
cers, as reported elsewhere 
in this issue of THE SPECTA- 
TOR. 

The secretary’s report at 
the session of the Interna- 
tional Association, showed 
that 32 companies were 
represented at the meet- 
ing by 62 persons. Member- 
ship was reported to comprise 
56 companies. No important 
resolutions were passed by 
the company association, al- 
though the agents endorsed 
the principle of partnership 
with the companies in the mu- 
tuality and ratability of ex- 
pense loading factors as of 
paramount concern. 


Death of Burton Mansfield 
Burton Mansfield, former 
insurance commissioner of 
Connecticut, died Tuesday at 
New Haven, Conn. He was 
76 years of age. He was a 
director of the Security In- 
surance Company of New 
Haven and of the Pilot Re- 
insurance Company of New 
York. Mr. Mansfield was a 
past president of the National 
Convention of Insurance 
Commissioners. 








Missouri Insurance Day 

The fourth annual Mis- 
souri Insurance Day will be 
celebrated next Thursday at 
Jefferson City under the 
auspices of the Missouri In- 
surance Council, whose presi- 
dent is Carl S. Lawton. 


Casualty, Surety, Etc. 





36 


PLAIN SPEAKING IN REPORT | 
OF EXECUTIVE COMMITTEE | Rules on Accident Clause | 


(Concluded from page 33) 


cussed, 
refund of 12% per cent or of 
any other sum, merely as a 
reward for volume — even 
though the risk itself proves 
to be a highly losing venture 
—is so far afield that we can- 
not give it support or accept 
it as a progressive step look- 
ing to a redemption of this 
business. 

“In disavowing this abor- 
tive plan, it is in order to 
note that the means which it 
set forth of providing the 
funds for that ‘legalized re- 
bate’ utterly ignored the 60- 
40 per cent basis of contribu- 
tion thereto and undertook 
to substitute for it a 70-30 
per cent basis to the direct 
disadvantage of the agents 
and to a corresponding ad- 
vantage to the companies. 


The Surety Situation 


“The surety situation,” Mr. 
Wilson said, “particularly 
with respect to surety bonds 
involving large premiums and 
which almost exclusively arise 
upon public construction 
work, presented a somewhat 
similar problem.” He _ re- 


viewed the conferences held, | 


and said: 

“Without conference or ad- 
vance notice, or any chance 
to defend the agency position, 
the companies arbitrarily 
sought to reduce the acquisi- 
tion cost upon repository 
bonds from 30 per cent to 20 
per cent. 

“In addition to the fore- 
going,” he said, “we have 
given studied attention to the 
establishment of cooperative 
and mutually helpful rela- 
tions between the insurance 
interests as a whole and the 
automobile clubs with the 
avowed and announced object 
of having the motor clubs con- 
fine themselves to the field of 
public relations representing 
autoists and not dabble in the 
insurance business.” 

Mr. Wilson said that “the 
prospect for remedial legis- 
lation is distinctly hopeful. 
We believe the banking struc- 
ture will be fortified, adding 
increased opportunity for this 
important type of suretyship 
to resume its place as a de- 
sirable line. 

“As the automobile and com- 
pensation business supply a 
major portion of all casualty 
premiums and as the experi- 
ence of the casualty com- 
panies has been stormy, to 
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submit that the time has come 


| 
| 


New York Department 





| Notice of Premium Refund on | 


The idea of giving a | say the least, we respectfully 


when palliatives and emer- | 
| gency measures and tempo- 


rary expedients of one sort 
or another should be scrap- 


ped.” 

He said: “We believe that 
in any rate-making setup, 
ample but reasonable pre- 


miums, based on experience, 
should and must be provided. 
As respects the compensation 
business, the use of ‘pay- 
roll’ as a measure for de- 
termining premiums has 
proven to be so unstable a 


| basis that we urge its aban- 


donment and the adoption of 
the ‘work hour’ as the stand- 
ard for computing rate scales. 

“We believe that every com- 
pensation risk should be 
called upon to pay in advance 
an ample rate and that with 


| risks whose size entitles them 


to specific consideration, a 
plan should be adopted re- 
warding their good experi- 
ence and safety elements 
after such experience has 
been demonstrated rather 
than in the hopeful expecta- 
tion that it might be realized. 


“With respect to the auto- | 


mobile business —the same 
principles should govern, and 
while we commend the mark- 
ed improvement in cutting 
down the multiplicity of rat- 
ing classifications we believe 
further progress in their sim- 
plification should be adopted 
with advantages to the agent, 
the assured and the insurance 
companies.” 


Acquisition Costs 


Discussing acquisition costs 
he said: “We believe that a 
uniform and single scale of 
commissions should be adopt- 
ed to apply alike to all pro- 
ducers, great and small, and 
that where supervision and 
the exercise of home office 
functions may be intrusted to 
the field, the cost and method 
of compensating for such 
service should be a matter of 


Policies Cancelled Within 
Week Must Be Attached 





The Insurance Department 


of the State of New York has | 


promulgated the following 


ruling applicable to all com- | 


panies writing limited cov- 

erage personal accident pol- 

icies in the state: 
“All companies 


| study 
writing | 


limited coverage policies shall 


print as a provision in the 


policy itself a clause reading | 


as follows: 


“*Refund of Premium. If 
this policy is not satisfactory 
it may be returned within one 
week from its date (during 
which period no insurance is 
effective) to the home office 
of the company, and any 
premium paid thereon will be 
refunded. If not so returned, 
the policyholder shall be 


deemed to have accepted the | 
| tion there can be no question. 


policy and to have agreed to 


be bound by its terms, previ- | 
| has the ability to reduce the 


’ 


sions and conditions. 
This ruling, which is to be 


applicable to all policies is- | 
| sued on or after October 15, | 


is professedly in the interests 
of both the company and the 
assured. 





Texas Hearing Next Thursday 

DALLAS, TEX., Oct. 3—The 
State Board of Insurance 
Commissioners has set Octo- 
ber 13 as the date for a hear- 
ing on a proposed revision of 
the workmen’s compensation 
insurance rates in Texas. 
The board in its announce- 
ment, says the entire rate 
system may be discussed at 


the hearing and lists a large | 


number of classifications 
which are to be taken up. 
The announcement of the 
board says that if the peti- 


| tion of the companies writing 


free negotiation between the | 


companies and the agents 
concerned. Obviously, to 
avoid abuse, there should be 
a clear-cut definition or def- 
initions zoning the degree of 
authority involved in such 
field supervision and those 
eligible for the exercise.” 
He said the lessons of the 
past few years will discour- 
age the influx whose activi- 
ties serve no economic value. 


compensation coverage in 
Texas is sustained it will 
mean an increase in the rates 
on many lines for industry in 
the state. 





Stockholder Seeks Injunction 

A petition has been filed in 
the United States 
Court in Philadelphia by a 


| stockholder of the National 


Surety Company for an in- 
junction to restrain the com- 
pany from paying a _ loss 
under its depository bond 


District | 


protecting the $453,970 de-| 


posit of the Commonwealth 


| of Pennsylvania in the closed 


Franklin Trust Company of 
Philadelphia. 


The Real Meaning of 
Social Insurance 


Comprehensive Study 
by H. H. Wolfenden, 
of Canada 


Hugh H. Wolfenden, of 
Toronto, Canada, widely 
known as an_ independent 
actuary, was retained by the 
executive committee of the 
Canadian Life Insurance Of- 
ficers’ Association to make a 
of social insurance. 
The resulting report was con- 
sidered of such outstanding 
merit that the association de- 
cided to have it published in 
book form in order to make 
it available to many outside 
the association who are in- 
terested in the subject. The 
result is “The Real Meaning 
of Social Insurance,” a book 
of 227 pages, that must be 
set down as a very important 
addition to the authoritative 
literature on the subject. 

Of Mr. Wolfenden’s erudi- 


It is fortunate that he also 


tremendous amount of varied 
information in his position to 
a clear and concise form of 
expression and t'iat he also 
possesses the all-to-rare fa- 
cility of presenting a logical 
and understandable picture 
of a subject concerning which 
there are so many differing 
opinions and expressions in 
America and Europe. 

Mr. Wolfenden traces the 
history of social insurance 
throughout the world from 
what may be termed its in- 
ception in Germany in 1884 
(industrial accident insur- 
ance) in the first part of his 
book. He treats in succeed- 
ing chapters such subjects as 
the causes and extent of de- 
pendency, poverty, etc.; or- 
ganizations now existing; 
features of various state 
schemes in various countries; 
the financing and cost of 
state plans; the problem of 
medical care, etc., and he 
gives special attention to un- 
employment insurance. A 
chapter deals with the desir- 
able features of, advantages 
in and arguments for state 
insurance, and the following 
chapter treats of the undesir- 
able feature, disadvantages 
and arguments against such 
insurance. 

The only adverse comment 
that occurs to this reviewer 
of so excellent a work is the 
lack of a comprehensive in- 
dex; the table of contents, ex- 
cellent in its scope, hardly 

| fulfills this need.—R.R.W. 
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